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An Oceasion 


for Special Orchids 


Tus year marks the 25th Anniversary 
of the American College of Life Under- 
writers. Thus, the orchid—and our sin- 
cere congratulations. For over those 
twenty-five years the job done by the 
College to establish the present profes- 
sional status of the life insurance agent 
is common knowledge among us all. 
And along with this goes, of course. 


another important thing—an ever-in- 


creasing confidence on the part of the 
public in what we in the life insurance 
field can provide. 

Orchids, too, to the 270 Northwest- 
ern Mutual Agents who, by long and 
arduous study and intelligent applica- 
tion, have earned the coveted C.L.U. 
designation. And this, by the way, is a 
Company performance of which we 
ourselves are unusually proud. 


The NORTHWESTERN MUTUAL Life Insurance Company 


The Career Company 


MILWAUKEE, WISCONSIN 


FRIDAY. AUGUST 8, 1952 














CONVENTION QUALIFIERS 


W: publish with great pride the list of our 
Honor Club members who, by their fine produc- 


tion records, qualified to attend The Ohio 


National Builders Club Convention at Broad- 
moor Hotel, Colorado Springs, Colo., September 


9 to 13. 
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913 Law Behind 
Nebraska Ruling 
Against Pensions 


Old Statute Barred 


Insurance Company 
Retirement Plans 


The recent ruling by the Nebraska 
supreme court that a retirement plan 
set up by Bankers Life of Nebraska 
jn 1945 was illegal insofar as it applied 
to the officers of the company hinged 
upon a 1913 Nebraska statute forbidding 
any domestic insurance company to 
“pay any pension whatsoever.” The 
1913 law prohibited any agreement of 
more than five years duration between 
a domestic insurance company and any 
of its officers or employes, except 
soliciting agents, for salary or compen- 
sation tor services rendered or to be 
rendered. In 1945, added language pro- 
vided, “but any such company may 
establish, participate in, and administer 
aretirement plan or plans for the bene- 
ft of its employes or agents or any 
reasonable classification thereof if such 
plan has been filed with and approved 
by the department of insurance.” 

The supreme court in its decision in 
the Bankers Life case held that this 
added language could only be inter- 
preted to exclude officers from the 
meaning of the word “employes” and 
therefore, held the retirement plan of 
Bankers Life void as to the part which 
provided for retirement of officers. The 
court did not expressly rule on any 
question relating to the claim of fraud 
and inequitable conduct on the part of 
the officers fixing a substantial retire- 
ment for themselves, because of its 
holding that no officer could be included 
at all in the plan. The court did sustain 
the discretion of the board of directors 
in providing the retirement plan for 
employes which had been approved by 
Director Hodder during his administra- 
tion in 1946. 

This suit is similar to recent action 
against the Guarantee Mutual Life of 
Omaha and Mutual Benefit H. & A. 
of Omaha. They represent a type of 
lass suit or “strike action” through 
which many prominent lawyers in Ne- 
braska have achieved substantial suc- 
cess against various types of corpora- 
tions. Apparently nearly all of such 
suits have been successful and very large 
fees have been awarded attorneys in 
such actions. 


World Drops Officers’ Plan 


The actions have a bearing on the 
fetirement plans of the ‘comparatively 
small number of Nebraska insurance 
companies which have adopted such 
plans. These plans have varied con- 
siderably. One company, World of 
Omaha, after hearing of the supreme 
tourt decision, passed a resolution and 
Withdrew its officers from the retire- 
ment plan and made restitution of any 
ds set aside for’ such purposes. 
World left its plan for employes, intact. 
tis not known how many other suits 
May be planned. 

he rule by the supreme court was 
at vafiance with that of the Lancaster 
county district court which had upheld 
the retirement plan in its entirety. 
Attorneys Charles Ledwith of Lincoln 
and James F. Begley of Plattsmouth 

(CONTINUED ON PAGE 17) 


OREGON DECISION 


Can't Force Group 
Withholding Where 
Employe Objects 


A labor organization in Oregon can- 
not direct withholding from wages for 
group insurance or any other purpose 
without the consent of the employes 
affected, it was ruled by Judge King of 
Coos county circuit court. 

The decision was handed down in the 
case of ‘Coos jBay, Lumber Co. vs. Local 
7-116, International Woodworkers of 
America, CIO, and several individual 
union members. 

A 1950 contract between the company 
and union called for a wage increase of 
7% cents per hour and also for de- 
ducting ‘7% cents per hour from each 
union member’s wages. The company 
agreed to pay this money to an insur- 
ance carrier designated by the union. 

When several employes subsequently 
demanded in writing that they be paid 
their full wages and this 7% cents per 
hour not be withheld, the company filed 
suit for a declaratory judgment outlining 
its obligations. The union countered 
with a demand that the company be 
held to specific performance of the con- 
tract. 

“IT am of the opinion,” Judge King 
said, “that neither the federal nor the 
state law authorizes the bargaining 
agent to bind the employes to pay part of 
their wages, as this 7% cents per hour 
was, for insurance benefits without their 
consent or express authorization. 


“Wedge” for Control 


“No matter how laudable the cause 
and how valuable the protection pro- 
vided, it would certainly be an opening 
wedge for eventual dangerous control 
by the bargaining agent over the ex- 
penditure of the individual employe’s 
wages. 

“It provides and requires payment 
by the employe of an insurance policy, 
whether said employe desires such cov- 
erage, even though he might already 
have equal or better coverage. He is 
left no descretion at all in that regard.” 

Main issue was whether the 7% cents 
was an actual raise or an employer- 
paid insurance program, Judge King 
said. He declared that the contract 
language and negotiations leading up 
to the contract clearly. showed it was 
a wage increase. 

“The plaintiffs are directed to make the 
payments to the respective employes 
as set forth herein,” he ruled, “and the 
defendant union’s claim for specific per- 
formance is denied.” 








Corporate Bond Data Given 
by Economic Researchers 


NEW YORK — Investment experi- 
ence with domestic corporate bonds 
since 1900 and the economic implica- 
tions of the immense mass of such 
flotations are analyzed and interpreted 
in a publication issued by the National 
Bureau of Economic Research, 1819 
Broadway, New York 23. 

This is the first of a series planned 
for the bureau’s corporate bond research 
project. It is titled “Trends and Cycles 
in Corporate Bond Financing” and is 
by W. Braddock Hickman of the bu- 
reau’s research staff. The paper is a 
forerunner of a full volume which will 
contain an unprecedented aggregate .of 
statistical and other data bearing upon 
corporate bond issues. 





Maryland Life of Baltimore has ap- 
pointed J. S. Homan general agent a‘ 
Reading, Pa. 


L.A.A. Establishes 
Promotion, Public 
Relations Functions 


A. L. Cawthorn-Page, Metropolitan 
Life, president of Life Insurance Adver- 
tisers Assn. and the executive committee 
of the organization have formed a stand- 
ing committee on advertising, one on 
sales promotion and a third on public 
relations. In order to insure continuity 
in the work of these committees, the 
steering group proposes to establish 
their membership on a rotating basis 
with a third of the membership changing 
each year. These committees will be on 
a broad base, so that a program of study 
can be set up embracing fundamental 
concepts and principles, but with the 
problems of the day in mind, according 
to Mr. Cawthorn-Page. The committees 
will interest themselves not only in tech- 
niques, but in the policy problems and 
decisions behind the techniques. 

Topics for study will be established 
in cooperation with the executive com- 
mittee and the results will be published 
and distributed to the membership in the 
form of comprehensive reports. It is 
planned that the committees will work 
with the educational committee and pro- 
vide assistance in arranging meetings 
and exhibits. 

Mr. Cawthorn-Page feels that a move 
of this type is necessary if the organiza- 
tion is to keep pace with the consider- 
able advances that have been made in 
recent years in the field. He reports 
that the interest in public relations has 
been taken up by many companies on 
a varying scale. No definite data is 
available, he has found, on the number 
of companies that have public relations 
programs, but many of them do have 
staffs to implement the programs. Oth- 
ers have moved ahead but do not have 
a program labeled as such. Others are 
considering and wondering what to do. 

He notes that company publications 
have assumed much more importance in 
recent years and that there has been a 
great general advance in editorial excel- 
lence, appearance and quality as it is 
realized how important these publica- 
tions are. Magazines for home office 
employes are much more numerous. 

The president reports also that, in 
consequence of the growth of radio and 
television as advertising media, there 


has been a revaluation of newspapers’ 


and magazines. 

He notes also that with an agency 
department, developments in recruiting, 
training, sales methods and supervision 
have made the whole field of printed 
and visual material more important. 
Sales promotion as a tool of field man- 
agement has had to keep pace and to 
keep adjusted to working conditions. 

He concludes that both on the over- 
all company level and the technical 
working level, the last 10 years have 
produced in the life advertising field 
growing importance, changing empha- 
sis, greater need for coordination with 
other functions, and the requirement 
of management capacity and _ higher 
technical ability than ever before. 





Amiaga to Insurance Society 


Walter J. Amiaga has been named 
educational assistant of Insurance So- 
ciety of New York. He is a graduate 
of Rutgers and served in the navy. He 
started in insurance as an instructor in 
a New York City agency of New York 
Life. Early this year he went to Union 
Labor Life as a group field representa- 
tive in the New Jersey-Pennsylvania 
territory. 





Robert G. Geise has been appointed 
district agent for Central Life of Iowa 
at Janesville, Wis. 


Uniform Allocation 
Plans Not Harsh, 
Is N. Y. Dep't View 


Several Different Types of 
“Uniformity” Might Be 
Ruled Permissible 

By ROBERT B. MITCHELL 


NEW YORK—tThe uniform alloca- 

tion and reporting of income and ex- 
pense for life insurers desired by Super- 
intendent Bohlinger should not prove 
unduly onerous, New York department 
technicians feel. They say that what 
would be needed from the life com- 
panies along this line would be con- 
siderably less stringent than the re- 
quirements of the fire and casualty com- 
panies. They feel that the difficulties 
of these companies have ‘caused some 
life company accounting executives to be 
more concerned about what the depart- 
ment proposes than is warranted by 
what Mr. Bohlinger seeks. 
_ It seems likely that the course to be 
followed will be similar to what is 
being done in connection with efforts 
at liberalizing section 213, which deals 
with expense limitations. That is, a 
committee of the “industry” will con- 
fer with New York department repre- 
sentatives. It could well be that the 
same system will be followed, with a 
“policy committee” of the industry 
dealing with Mr. Bohlinger and repre- 
sentatives of the legislature, while 
broad policy decisions arrived at in 
these conferences would be translated 
into legislative language in conferences 
of a technical committee of the com- 
panies working with department tech- 
nicians. 


Opportunity to Be Heard 


This would give the companies an 
opportunity to be heard, and not only 
that but to offer counter-proposals and 
work out compromises that would have 
the best chance of being reasonably 
satisfactory to both sides, if such a 
thing is in the cards. 

The department people say they have 
no wish to standardize the life com- 
panies’ accounting systems. That’s one 
reason why they prefer the term “uni- 
form allocation” to “uniform account- 
ing,” for as mentioned in THE NATIONAL 
UNDERWRITER for July 18, the term “uni- 
form accounting” means anything from 
the loosest kind of standardization to 
requiring everybody to handle every 
detail of accounting in precisely the 
same way. 


Not Seeking Straitjacket 


The latter isn’t what the department 
is after for the life insurance business, 
according to department people who 
have studied this matter. For example, 
several types of uniformity in alloca- 
tion of income and expenses might be 
made permissible if they were sound 
and could be justified by the insurers 
that use them. But whether the de- 
partment’s most liberal views on the 
permissible range of “uniformity” would 
still cause company accounting execu- 
tives to feel they were being hampered 
in their work is the moot question. 

Some prominent accounting execu- 
tives feel that the department can ac- 

(CONTINUED ON PAGE 17) 




















2 


HeNATIONAL UNDERWRITER. 





August 8, 1931 








Life Advertisers 
Nominate Tibbott 
for President 


Slate Jack Morris, 
Thieman, Briggs, 
Morrow as Officers 


The nominating committee of Life 
Insurance Advertisers’ Assn. has named 
David W. Tibbott, 
New England Mu- 
tual, as its choice 
for president to be 
elected at the an- 
nual meeting at 
Montreal on Sept. 
29-Oct. 1. 

Other choices of 
t h e nominating 
committee include: 
Vice - president, 
Jack R. Morris, 
Business Men’s As- 
surance; secretary, 
A. H. Thieman, 
New York Life; 
treasurer, John L. Briggs, Southland 
Life; editor, Henry Morrow, Life of 
Georgia. 

Nominating committee choices for ex- 
ecutive committee include: L. Russell 
Blanchard, Paul Revere Life; Richard 
L. Hindermann, Pan American Life; H. 
G. Kenagy, Mutual Benefit Life; John 
P. White, Lincoln National Life; Ken- 
neth K. Wunsch, Northwestern Na- 
tional. 

Mr. Tibbott is a graduate of Princeton, 
who served in the first world war. 


Thain Goes With 
Chicago Insurance 
Advertising Agency 


Richard J. Thain, associate editor oi 
THe NATIONAL UNDERWRITER and editor 
of The Insurance 
Exchange Maga- 
zine, has resigned 
those posts and on 
August 15 will be- 
come a member of 
the firm of a Chi- 
cago advertising 
agency. 





D. W. Tibbott 





ing with Vaughan 
& Spencer adver- 
tising agency, 
which will hence- 
forward be known 
as Vaughan & 
Thain, Inc. He 
will head the copywriting operations of 
this agency, which has specialized in 
creating and placing advertising for in- 
surance companies and insurance agen- 
cies for several years. 

The other principal in the organiza- 
tion is Harry Vaughan, founder of the 
firm. He was at one time advertising 
manager of THE NATIONAL UNDER 
writer. Offices of Vaughan & Thain 
continue at 209 South LaSalle street, 
Chicago. 

Mr. Thain started with The National 
Underwriter Co. in 1940. He became 
reporter on the financial page of The 
Chicago Sun the following year and 
then served in the air force. Upon his 
discharge from service in 1945, he re- 
joined the editorial staff of THE 
NATIONAL UNDERWRITER. 

He is a graduate of Northwestern 
University and is completing graduate 
work there. 


United Bankers Life has named M. L. 
Johnson assistant treasurer and acting 
comptroller. He was formerly account- 
ant of Southwestern Life. 





Richard J. Thain 


Mr. Thain is go-- 


Ditticulty of Getting Agents Steps Up 
Cultivation of Brokerage Business 


The ever-increasing difficulty that life 
companies have been experiencing in 
obtaining new agents, particularly since 
the Korean outbreak, has been quite a 
factor in the interest these companies 
have shown in getting more life insur- 
ance business from fire and casualty 
producers. 

Companies that have aggressively 
sought this brokerage business have 
been stepping up their activity. Some 
have even begun setting up separate 
agencies in the larger cities to specialize 
in brokerage business. And some com- 
panies that are not currently going after 
brokerage business are seriously con- 
sidering tapping this source of pro- 
duction. 


Other Reasons, Too 


Fortunately for the life companies, 
there are other reasons why brokerage 
business has more attraction than it 
used to, entirely aside from the greater 
difficulty of getting business from full- 
time agents. For one thing, it has been 
found that brokerage business rarely 
results in any reduction in the actual 
and potential production of the full-time 
agents. The general insurance man has 
a different type of entree. His efforts 
seem to complement rather than sup- 
plant those of the strictly life man. 

Then there is the greater willingness 
of general insurance men to get educated 
in life insurance and its selling methods. 
They are willing to sit through courses 
and show a real interest in learning 
about life insurance. 

Usually they do not take readily to 
the more aggressive sales technique of 
the life agent but that doesn’t matter 
too much if they have the usual good 
contacts. The broker sells his life 
insurance much as he sells fire, auto- 


mobile, burglary, and A. & H. policies. 
He has good contacts, is usually on a 
close basis with many of the people 
he does business with. Having confi- 
dence in him through having bought 
other types of insurance from him, they 
feel inclined to buy life insurance from 
him, too. 

The life companies have to use rea- 
sonable care in the selection of their 
brokers and the business they turn in 
but they have to do the same with 
full-time agents. Companies that have 
aggressively gone after brokerage busi- 
ness on a sound and business-like basis 
have found that the business is of good 
quality, persists well and is in general 
satisfactory. One of the largest com- 
panies gets about 30% of its business 
from brokers and wouldn’t mind having 
more. 

Brokerage business is subject to the 
general criticism that the broker is less 
likely to be a steady life insurance 
producer in good times and bad than 
is the full-time life agent. Many agency 
department executives feel that brokers 
are prone to drop their life insurance 
activity when even a minor economic 
recession threatens their general insur- 
ance business. However, as more and 
more brokers make life insurance selling 
a regular part of their work and realize 
its commission potentialities there should 
be less danger that they will consider 
life insurance selling strictly a fair- 
weather activity. 


Experience in Depression 


Some life companies have never taken 
brokerage business and probably never 
will but a number of companies that 
formerly did a brokerage business got 
out of it completely or greatly restricted 

(CONTINUED ON PAGE 17) 


<The 
COMMONWEALTH 


Gommenlary 


Graduates of the 


L. U. 


a. %.’° 


L.U.T.C. reports a total of 4,026 graduates in 


the 1951-52 Classes. 


Commonwealth congratu- 


lates the business of life insurance for this step in 


advancing the quality of field representation. 


Commonwealth also congratulates these 4,026 


graduates, including the Commonwealth men 


among them, upon their achievement. 


INSURANCE IN FORCE, July 1, 1952 — $572,632,005 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © COUISVILLE, KY. 


The Doorway to Securit 
y y 
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Misrepresentation by 
Agent Costs Sterling 
lts License in Va. 


State Action Based on 
Complaint of Single 
Policyholder 


In what may be a precedent-setting 
decision, Virginia Corporation Commi. 
sion has revoked the license of Ste. 
ling of Chicago on the complaint of » 
individual policyholder that an agent 
had misrepresented a_ policy. The |. 
censes of two agents involved in th 
complaint also were revoked, but the x. 
tion of ordering Sterling out of busing 
in the state automatically suspends the 
licenses of 29 other agents of the com. 
4 in Virginia. 

e action grew out of a complain: 
filed by Mrs. Catherine B. Nicholas oi 
Richmond, who told the commission she 
switched her A. & H. policy from Guz. 
antee Reserve Life of Hammond t 
Sterling at the suggestion of George 
D. Coffey, Jr., and C. R. White, former 
agents of Guarantee Reserve who hai 
gone with Sterling. White, she said, as. 
sured her that the policy would go into 
effect immediately, rather than at the 
end of the usual waiting period. Whe 
Mrs. Nicholas underwent an eye op. 


eration, she testified her claim was ¢e 
nied. 


Contract “Misrepresented” 


The commission said the agents “mis- 
represented the provisions of the con- 
tract” they were selling and made “in. 
complete comparisons” of the Sterling 
policies and those of other companies 
The complaint was filed by Mrs. Nicho- 
las in May and there was a hearing 
on it July 3. Sterling was represented 
by Russell H. Matthias of the Chicago 
insurance law firm of Meyers & Mat 
thias. The opinion and order of the 
commission was handed down July %, 
the licenses of the agents and Sterling 
being revoked immediately. Commis- 
sioner Bowles was instructed to notify 
Sterling by telegram of the decision. 

Sterling intends to appeal through 
the Virginia supreme court. 

Until the time the complaint of Mrs 
Nicholas was filed, Sterling had re 
ceived no serious complaints from the 
Virginia insurance department, the com- 
pany states, adding: “The action of the 
commission seems unprecedented, in 
that it was based on the statements one 
former agent is alleged to have mate 
to but one policyholder.” 


First Such Action 


Although the commission has revoked 
agents’ and companies’ licenses prev- 
ously, a spokesman of the commission 
said this is the first time a compafy 
has lost its license where proceedings 
have been instituted and carried to 4 
conclusion. There have been se 
cases where proceedings were started 
and then dropped when a _ compaty 
agreed to discontinue business. Some 
companies have not been allowed t0 
operate in Virginia after the commision 
had refused to renew their licenses, 
and some companies have lost thei 
right to operate in the state under 4 
temporary suspension of a month or S?. 

The agents of Sterling whose licenses 
were revoked are eligible under Virgin’ 
law to apply for licenses again after 
two-year interval. There is no specific 
regulation stipulating when a compaty 
can ask to have its license reinstated. 

Sterling has 60 days in which to file 
an appeal with the Virginia state St 
preme court of appeals, and during 

(CONTINUED ON PAGE 17) 
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XUM 


Your business is only as good as the 
policies you write and the satisfaction of 
your clients in those policies. 


And even good business can be made 
better when you take full advantage of 
Travelers exceptional Preferred Risk Life 
Policy. 
It is economical for the insured . . 
. . . a guaranteed low cost. 


Minimum amount issued $10,000 
. ....» maximum the same as for 
ordinary life. 


It can be used for business purposes 





as well as for family protection. 


It is available to all clients who 
qualify as Preferred Risks under 
The Travelers underwriting re- 
quirements. 


It provides liberal commissions. 


So don’t fail to mention The Travelers 
PREFERRED RISK Life Policy to your 
customers. It’s the quickest way of turn- 
ing a prospect into a satisfied client! 


For further information call your nearest 
Travelers Life Manager or General Agent. 
He’s as handy as your telephone. 


The Traveler 'S INSURANCE COMPANY 


Hartford, Connecticut 
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h3° U.S.LIFE... 





Christians and Jews, foreigners and natives, work- 


ers and capitalists. 


Let’s actively remember that we are American 
people . . . and this is no place for so many kinds 
of people to live unless we share the common pur- 
pose of keeping U. S. Life... A Better Life to Live! 


xk * 


A Better Life to Live! 


Everyone, by his daily personal conduct, can help 
to fight the contemptible prejudices — earnestly 
cultivated by Communists — which seek to divide 
America into groups of Protestants and Catholics, 





Jesse W. Randall, president of Travelers (seated), is pictured with four educators who 
are spending a month at Travelers. (Left to right): Miss May B. Kelly, teacher of 
mathematics at Bulkeley high school, Hartford; Richard F. Rybar, graduate student 
from University of Pittsburgh; Dr. Charles A. Matthews, instructor of economics and 
history at the U. S. Naval Academy, and Mrs. Clarice F. St. Jean, instructor in secre. 
tarial studies at Hartford high school. Mr. Rybar and Dr. Matthews are sponsored by 
Travelers in cooperation with the college business exchange program of the Foundation 
of Economic Education. The two Hartford teachers are guests of a program organized 
by Travelers for high school faculty members in that area. 








Insurance of family security, and of earning ware C on clu d e Illin ois 


during working years, is a duty of the great body of 


American insurance agents. Agents of United States Life Association Course 


have an exceptionally complete schedule of policies for 


truly and fully protective coverage. 


The 
United States Life B 


INSURANCE COMPANY 
IN THE CITY of NEW YORK J 
8 WILLIAM STREET /< 
NEW YORK 38, N. Y. ie 
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There were 22 local associations, rep- 
resented by 80 members, on hand for 
the recent Leadership Training Confer- 
ence, sponsored by Illinois Assn. of Life 
Underwriters at Robert Allerton Park, 
Champaign-Urbana. 

State association speakers included 
Dawn A. Smith, Equitable of Iowa, 
Rockford, president, who discussed the 
approaching year and the role of the 
Illinois association in the N.A.L.U. 
program; W. Robert Moore, who spoke 
on “Membership Spells Success,” and 
Edson H. Chapman, who covered “Pro- 
grams with Appeal.” Both are with 
Metropolitan at Chicago, and both are 
state vice-presidents. 

Other state association speakers and 
their topics were Margaret H. Becker, 
executive-secretary, Peoria, “The Two- 
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Accident Y Health 
Medical. Surgical 


Bankers Life Y Casually Company 


fobn Mac Arthur, Busident 
Chicago 30, Illinois 
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Way Street to the State Office”; Glenn 
E. Lupton, Prudential, Peoria, director, 
“Public Relations’; Kenneth L. Keil 
Penn Mutual, Springfield, past presi- 
dent, “Sound Finances for the Local 
Association,” and Joy M. _ Luidens, 
secretary-manager Chicago association’ 
“Streamlining the Secretary’s Job.” 
Panels on the ‘duties of presidents, 
secretaries, membership chairmen, and 
program chairmen followed the talks, 
William E. North, New York Life, 
Chicago, was conference chairman. 





Rail Retirement Hearings 
Cut; Will Continue in Fall 


WASHINGTON—The joint congres- 
sional committee on railroad retirement 
cut its program for 3-day hearings last 
week to one day. Committee sources 
said the principal subject in which it 
is interested is liberalization of benefits, 
which was taken up earlier in the week. 

It was decided to be feasible, instead 
of holding two more days’ hearing on 
the financial status of the railroad re- 
tirement fund and actuarial matters, etc., 
to call for written statements to be 
filed. If necessary the committee may 
hold further hearings late in the fall 
or early winter. 

At last week’s hearings witnesses 
were David Schreiber, representing the 
railroad retirement board; Lester 
Schoene, Railway Labor Executives 
Assn., and Russel Reagh, member of 
the board’s actuarial advisory commit- 
tee. Murray Latimer, former chairman 
of the board and now representing the 
operating railroad labor brotherhoods, 
was tentatively scheduled. 

Observers at the hearing included 
Robert A. Crichton, who resigned as 
West Virginia commissioner to become 
an assistant to Robert L. Hogg, A.L.C, 
and Ralph McNair, administrative as- 
sistant, L.I.A.A. Neither of these 
organizations planned to testify or file 
statements with the committee. 


Writes A. & H. in Canada 


The Canadian department of Pru- 
dential has started the writing ° 
A. & H. insurance in Quebec, following 
intensive training of its agents in the 
province in that line. 


Ohio State Life has named L. D. 
Eyman general agent at Avon, IIl. 
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= Home Office Debut 
Marks 50th Year for 
Aid for Lutherans 


Aid for Lutherans, at the climax of its 
30th anniversary year is presently hold- 
ing open house in its new home office 
building at Appleton, Wis. The recently 
completed, modern building was visited 
by the 260 field representatives and their 
wives and families from 38 states, Dis- 
trict of Columbia, and five provinces 
of Canada, who were attending the 
three-day sales conference recently. Also 
oing through the building were the 
members of employes’ families, members 
of local service clubs, insurance agents 
of the Fox River Valley area, and a 
number of other insurance guests. _ 
The building is 10 floors in height 
and is used entirely by the association. 
It features such innovations as a lounge 
jor employes, library and conference 
room, and a room for the directors. The 
conference room features a_ built-in 
movie screen with movable doors. 

This is the culmination of a 50-year 
development of the original idea of a 
small group which started to sell the 
jea of fraternal insurance societies 
among the congregations of the synod- 
jal conference in Wisconsin. Only two 


tors who 
-acher of 








— of the original incorporitors are now 
in secre living, G. D. Ziegler, the first president 
sored by | aid, nOW chairman, and William H. 
undo luehlke, who was elected treasurer on 
ganized § te founding day 50 years ago and still 
8 holds the position. 
—_ f Voecks Conceived Idea 
> Glenn | The late Albert Voecks conceived the 
director, f idea and set out with the two men now 
L. Keil | living to convert it into a solid under- 
t presi. | king. Mr. Voecks was the first secre- 
» Local } tary of the association and it was his 
“uidens | home that served as the first home office 
ciation | item 1902 to 1905, when space was 
yb.” | «Prented in a bank building. 
sidents, | In 1914, five rooms were rented in 
en, and | aother bank building, and in 1921, the 
e talks, | board decided to build a five-story office 
k Life f building in Appleton, which was for- 
an. — | mally opened in 1923. 
Aid Assn. for Lutherans now has 
more than $636 million of insurance in 
gs force with assets totaling more than $150 
nillion. It has paid more than $66 mil- 
all lion in benefits to members and _ bene- 
fciaries. The premium income currently 
ongres- F exceeds $15 million per year. 
irement | Present senior officers of the organ- 
gs last F intion are: Alex O. Benz, president; 
sources F Otto C. Rentner, vice-president and 
hich it J seneral counsel; LeRoy G. Stohlman, 
nefits, secretary; William H. Zuehlke, treas- 
e week. F iter: Walter L. Rugland, actuary, and 
instead G. D. Ziegler, chairman. 
ing 0 | There are five junior officers who hold 
ad Te) important positions. They are: T. H. 
aS) « Hartman, personnel director and assist- 
to be | ant secretary; William H. Zuehlke, Jr., 
2€ “ral assistant treasurer; Herbert G. Benz, 
he fall | agency director: H. H. Hinnenthal, 
comptroller, and Dr. L. E. Haentzschel, 
tnesses | medical director. 
ing the 
Lester J ,, A 
cutive Kimball Joins New York 
er 0 + age 
smmit- | life in Agency Department 
a Fred G. Kimball has been named 
Snell assistant manager of basic training in 
ec the agency department of New York 
cluded lif He was formerly associate di- 
ree tector of the Purdue course. 
roa He attended University of Rochester 
CLC. and, after military service joined John 
ve a Hancock as a special agent. He at- 
re rede Purdue. In 1949 joined the 
or file |.Udue staff as assistant director and 
m 1950 was promoted to associate di- 
tector. He is president of the Lafayette 
(Ind.) Life Underwriters Assn. 
la 
Pr ard Tours Home Office 
owing w0 acquaint the board of trustees 
nthe mth company operations, Harold 
ommings, president of Minnesota Mu- 
wal, conducted a tour through the home 
L. D. |imce preceding the regular board meet- 














mg last month. The directors toured 


the building floor by floor and charts 
illustrating the daily functions of every 


department were distributed to each 
nian. 
The tour also served to acquaint 


home office employes with the board 
members. Folders containing pictures 
and a short biography of each director 
were given employes a few days before- 
hand. 





Life & Casualty has appointed John 
W. Davis district manager at Selma, 
Ala. He was formerly supervisor for 
Arkansas. 


¢ ay 
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John MacArthur Has Big 
United L. & A. Interest 


John MacArthur, president of Bankers 
Life & Casualty of Chicago, it is re- 
ported, is the owner of some 6,700 shares 
of stock of United Life & Accident of 
Concord, N. H. This was the nucleus 
with which he unsuccessfu'ly contended 
for purchase of control of United 
L. & A. with Peerless Casualty of 
Keene, N. H. Mr. MacArthur, it is said, 
acquired his block from Georgia and 
Texas interests. Peerless now has about 


“SERVING A GREAT PEOPLE IN A GREAT SECTION OF OUR NATION’’ 
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58% of the stock of United and is con- 
tinuing to purchase any stock that is 
offered at $150 per share. Mr. Mac- 
Arthur through A. C. Allyn & Co. of 
Chicago was bidding $187.50 provided he 
got enough to give control. 





Hallett Back from Army 


James B. Hallett has returned to the 
legal department of Travelers, follow- 
ing army service. He is former general 
counsel of the National Assn. of Life 
Underwriters. 
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very Spreak Soathermer 


has a Twin... 


It’s the TWIN SALESMAN, a modern, direct mail service, that effectively 


paves the way for Great Southerners. His is a colorful, persuasive presentation 


of Great Southern protection to his Great Southerner’s prospects and policyowners. 


Each call is pointed toward a specific need . . . he “talks” in terms of the 


individual’s personal requirements. Dispatched by the home office, the Twin Salesman 


goes into action immediately at the request of his Great Southerner 


to help him reach more prospects . . . close more cases. 


Great Southern Life Insurance Compan 


HOME OFFICE 


HOUSTON 1, TEXAS 
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L.LA.M.A. Graduates 504 
Managers for the Year 

L.I.A.M.A. has graduated 504 man- 
agers and agency executives of 119 
companies from seven management 
schools this year. The latest school, 
concluded recently at Chicago, gradu- 
ated 85 men from 33 companies. 

Officers for the recent Chicago school 
were Francis L. Lund, New England 
Mutual, Minneapolis, president; Golden 
K. Driggs, New York Life, Fresno, 
vice-president; Billy Richman, Life of 
Virginia, Newport News, secretary; 
Knox Turnbull, Provident Mutual, Phil- 
adelphia, treasurer. 

Ordinary schools were held at Pasa- 


dena; College Station, Tex.; Atlantic 
‘City, and two at Chicago. Combination 
schools were held at Williamsburg, Va., 
and Savannah. The association also con- 
ducted a week-long management sem- 
inar at Chicago. 


Push L.U.T.C. at Austin 





Austin, Tex., managers discussed 
plans for interesting their agents in 
L.U.T.C. courses. President Boyd 


Weide, Minnesota Mutual, said man- 
agers have found that agents who were 
taking L.U.T.C. not only maintained 
their production but increased it while 
studying. 

Plans for a C.L.U. class at University 
of Texas also were discussed. 





POOR MARKET 
OR POOR MARKETING? 


Has the market for endowments really 
gone? Or haven’t we gone after it with the 
right kind of endowment plans? 

The right kind gives the insured so much 
flexibility that he has no fear of tackling 
a long-term high premium program. 


Our new Multiple Benefit Savings Plan is 
such a policy. 

Its reducible premium (reducible without 
also reducing the policy amount) assures 
that its owner will not be tied to payments 
he can’t meet. Its maturity choices permit 
him to endow it or continue it as lifetime 
insurance. And its coupon feature gives 
him “borrowing” power without creating a 
loan or paying interest. 


“A Star in the West...°% 
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“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO” 














Raymond F. Low, President 


American Reserve Lire 


Suturance Company 


OMAHA 


Frank W. Frensley, Agency V. P. 
Life — Health — Accident — Hospital 


Harold R. Hutchinson, Exec V. P. 











Backhurse, LoPresha Battle 
Over a Tough Prospect 


By ROBERT B. MITCHELL 


Irving LoPresha, star producer of 
Hardleigh Mutual Life, had never had 
such a cordial welcome from a prospect. 

“Come in! come in! I’m sure glad 

to see you,” said J. Arthur Robert Bil- 
linger, one of the city’s leading execu- 
tives. “I need some life insurance and 
I was trying to think of who to call 
but I’ve got such a good system of giv- 
ing agents the brush that I couldn’t 
think of anybody to ask—except one 
guy, and I’d never call him if I had to 
die without a nickel’s worth of life in- 
surance. But I liked this card you sent: 
‘I.M. LoPresha, insurance consulter, no 
insurance sold unless you twist my 
arm.’ ” 
“Thank you,” said Mr. LoPresha, “but 
you missed the fine type at the bottom 
of the card where it says ‘But my arm 
twists easy.’” 


Motivation Already Supplied 


“Well, anyway,” Billinger replied, 
“ever since that agent Joe Backhurse 
was in to see me last week I’ve been 
worried sick about my insurance but I 
was certain I wasn’t going to buy any 
from him. Ugh! He got me so scared 
I’m not over it yet. Here, sit down 
and let’s see what kind of policies you’ve 
got for sale. But first let me tell you 
about this Backhurse. 

“He never would have got in to see 
me, because I’ve got an airtight system 
for keeping insurance salesmen from 
getting past my secretary but he told 
the girl that he wanted to talk to me 
about my son Jack. Well, I’ve been ex- 
pecting Jack’s driving to land him in 
the jail, the hospital, or the morgue, so 
naturally when this long-faced guy says 
so serious he wants to see me about 
Jack I naturally thought... But when 
he gets into my office he hauls out this 
newspaper page here and asks me, ‘Did 
you ever think how Jack would get 
through college if you were to get 
squashed flat by a truck?’ 


Big News Article 


“*Here’s what I am talking about,’ he 
says, and doggoned if he hasn’t got a 
big news story right there in the paper 
all about me being killed-—even my 
picture, and a shot of the smashed-up 
car.” 

“How utterly deplorable,” murmured 
Mr. LoPresha. “What unethical and 
unprofessional sales conduct. It is high- 
ly regrettable that in our business we 
still have some practitioners of this 
form of selling. Though Ill have to 
ree 9 I never heard of one quite this 
a a 

“Well, it sure gave me the creeps, 
reading all about me like I was already 
dead. It had all the right dope, too, 
even this part where it says, ‘Mr. Bil- 
linger made a fine income but like many 
men in his position, lived up to it. He 
was fond of saying: that he did not be- 
lieve in life insurance and could do bet- 
ter investing his money himself. His 
eldest son, Jack, was expecting to enter 
Yale this fall but has changed his plans 
and will go to work to try to keep the 
heavily mortgaged home on Summer 
avenue from being foreclosed and sold.’ 


Gives Up as Investment Genius 


“Of course, I could see that he’d got 
some printer rig this up and made it 
look like part of the daily paper but 
even so it made me stop and think about 
my life insurance like I’d never done 
before. Sure, I’d figured I could invest 
my own money and make more on it 
than a life insurance company could — 
but somehow I never got around to do- 
ing much of it. I thought I was real 
smart keeping life insurance agents out 
of my hair. But not any more. Do you 
think I can pass the medical examina- 
tion? I understand they’re pretty 
tough.” 

“T don’t know,” replied Mr. LoPresha. 
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“Maybe it’s too late, but I’ll make 
appointment with the doctor and ye 
soon find out. Now let’s talk about 
kind of insurance you ought to 
assuming you can pass.” 

“Good enough,” said Billinger, 
want a big slug of it, even if | 
to sell one of my cars to take care 
the first premium.” 


LoPresha and Backhurse. 


Argue Over Commission 


“You sure did a job of softening thy 

” said LoPresha admiringly, 4 

could see why he’s known all over tom, 

as the toughest prospect any agent ey 

ran up against. I think you ought tj 

have more than the 50% of the comm. 
sion that we agreed on.” 

“No,” said Backhurse, “you did th 


you got him through standard. Yy 
ought to get nost of the commission- 
say, 70%.” 

“No, you really set him up for m 
and you ought to get most of tk 
dough,” said LoPresha. 

“Look,” said Backhurse, “you're ky. 
ing there in your satin-lined coffin, look 
ing prettier than since you was a baby, 
But permanently dead. And your of 
lady is worrying herself sick abou! 
where the money is coming from for th 
mortgage payments and the milk-ma 
That’s what’s going to happen if yo 
don’t get out of this fool habit of tun 
ing down money you’ve earned!” 

“O. K., O.K.,” said LoPresha. “Yu 
win. Like it says on my card, ‘My am 
twists easy.’” 





Seven Life Companies Take 
$371/. Million of Notes 


Associates Investment Co. of South 
Bend, Ind., has placed $37,500,000 0 
subordinated notes due in 1968 wif 
seven life companies. The sum will pro 
vide an additional $15 million to th 
company’s capital base and _ retir 
$22,500,000 of subordinate notes 
due in 1959. Associates maintains 1% 
branch operations in 29 states ani 
Washington, D. C. 

Companies in the financing are Metro- 
politan, Mutual Life, Penn Mutual, Cor- 
necticut General, John Hancock, Nev 
England Mutual and New York Lift 
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Hike Blue Cross Va. Rates | jitr2!.° 

Virginia Corporation Commission hs} dustries, is 

approved increases in Blue Cross rattsf of the life 

of about 33%, and has allowed th} duce highy 
Blue Cross to offer a deductible pla{ Johnson, 


to subscribers not wishing to pay tht 
increase. 


contends th 
cial interes 


Effective Sept. 1, the Blue Cros} and that o1 
rates will increase from $1.30 to $18] of doing it 
a month for individuals; $2.60 to $36] campaign { 
for husband and wife, and from $32] needless d 
to $4.20 for families. accidents, 

— the Raceneg 33 conta of 
subscribers will pay $7.50 for the rs 
day of hospitalization, $5 for the second Employ. 
through the sixth day, and $2.50 for th} A group 


sixth through the 14th days. In ™ 
case, however, would a subscriber hart 
to pay more than $50 for his bill, and 
after the 15th day Blue Cross aj 
everything. This arrangement allow 
the subscriber to keep his coverage # 
the same rate. 

The commission approved the ne 
plans the day following the presentatid 
of them. Blue Cross said it ran neat! 
$400,000 in the red in the first * 
months in 1952. 
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Northwestern Natl. 
Analyzes Causes 
of Cost “Creep” 


The upward creep in the cost of living 
js on schedule, as the manufacture of 
new inflationary “checkbook” dollars is 
stepped up once more by government, 
business and consumers, reports the 
family economics bureau of Northwest- 
en National Life. 

Government borrowing from the banks 
began again some months ago, to cover 
new deficits arising as tax income failed 
to meet mounting government outgoes. 
Consumer installment buying is on the 
uptrend as credit restraints are eased 
or dropped altogether. Combined with 
active business borrowing for expansion 
and improvement, these things result in 
a large quantity of “IOUs” being cre- 
ated, against which hundreds of millions 
of new “checkbook” dollars are written 
and poured into circulation. The effect 
on prices is the same as when more 

per money is printed, says the bu- 
reau’s report. Further “creeping” infla- 
tion is promoted. 

There is now 11% more money in cir- 
qwlation than at the beginning of the 
Korean war, and each individual U. S. 
dollar has lost value in almost that pro- 
portion, says the report. “Checkbook” 
money (demand deposits), paper money 
and coins totaled 122 billion dollars at 
the beginning of July, 1952, compared to 
110 billions in mid-1950. Prices have 
mounted in. waves, as usual, but the 
total living cost rise since Korea is now 
approximately 11% also, or almost pre- 
cisely the same as the inflation in the 
amount of money in circulation. 

In recent weeks the spreading un- 
employment due to the steel strike has 
helped to restrain consumer buying and 
keep a brake on the uptrend in prices. 
With the strike settled, and as soon as 
the ensuing round of wage boosts can 
combine with the expanded flow of new 
“checkbook” dollars from other sources, 
the resumption of creeping inflation 
should be easier to see, the report says. 

As long as the number of dollars in 
circulation increases faster than the out- 
put of consumer goods, the report points 
out, the buying power. of each individual 
dollar sooner or later shrinks in propor- 
tion, as it has since 1939 and since 
Korea. 

The report warns, however, that oc- 
casional more or less sharp business 
recessions are always possible, since 
continued inflation makes the whole 
economy increasingly vulnerable to sud- 
den upsets. These can be touched off by 
conditions either here or abroad. 





Auto Safety Foundaiion 
Seeks Life Companies’ Aid 


The Automotive Safety Foundation, a 
national organization sponsored mainly 
by the automobile, oil, and rubber in- 
dustries, is actively seeking the support 
of the life companies in a drive to re- 
duce highway deaths and injuries. Pyke 
Johnson, the foundation’s president, 
contends that life companies have a spe- 
cial interest in conserving human life 
and that one of the most effective ways 
of doing it would be to cooperate in a 
campaign to prevent the thousands of 
needless deaths caused by automobile 
accidents, 





Employes Turn Air Spotters 


A group of 40 employes from Con- 
necticut Mutual have volunteered to man 
the greater Hartford air spotting post 
tach Tuesday. Serving 24-hour duty 
that day. the team is divided into two- 
hour shifts with a pair of spotters on 
duty during each shift. Herman J. 
Anderson, assistant manager, accounting 
department, is in charge of the Con- 
necticut Mutual team. 


Marmaduke Joins Atlantic 
H. Stanley Marmaduke has been ap-: 
Pointed manager of the A. & H. depart- 








ment of Atlantic Life. He has been 
agency administrative assistant of Mas- 
sachusetts Protective and Paul Revere 
Life. The appointment marks the com- 
pany’s first step into the A. & H. field. 

Mr. Marmaduke was for nine years 
with Blue Cross at Washington, D. C., 
and joined the Massachusetts com- 
panies in 1945 at Richmond, serving also 
at Long Beach, Cal., before going to 
the home office in 1950. 


John Hancock has 
Devlin agency assistant. 





named Francis 


Mason to American College 


Arthur W. Mason has been appointed 
director of college relations for Ameri- 
can College. He has been at University 
of Denver as associate professor of 
insurance and chairman of the insurance 
department. He also taught at Univer- 
sity of Nebraska, where he received his 
B. S. degree in 1942 and his M. A, in 
1947. 

A navy veteran, Mr. Mason spent two 
years at University of Pennsylvania as 
a fellow of the S. S. Huebner Founda- 


tion. He has been with Lincoln Liberty 
Life, United Life and the Great Eastern 
Mutual Life. 





Hook Becomes Fellow 


John F. Hook, assistant secretary 
Standard of Oregon, has become a fel- 
low of the Society of Actuaries. He 
started with Standard in 1945 in the 
actuarial department and also has 
worked in the secretary’s department. 
He was elected assistant secretary in 





Freedom to Grow 





@ In a world beset by uncertainties, it’s good to 
remember a few things that are certain. Good to 
remember, for instance, that we live in a country 
where a man is free to choose his profession, to grow 
in it according to his ambition, and to be rewarded 


according to his ability. 


If Life Underwriting is your chosen career, you 
know that there’s no limit on your growth. . . in 
the esteem of the people around you .. . in material 


success .. . in knowledge. 


The American College of Life Underwriters ex- 
emplifies this principle of freedom to grow. It helps 
you to obtain the specialized knowledge that can 


1949. 


make your service even more valuable to your com- 
munity and to yourself. As a sign that you have 
gained such specialized knowledge, the college con- 
fers on you the coveted C.L.U. designation. 

Underwriters at Mutual Of New York get every 
possible aid and encouragement for growing in their 
profession. An intensive 3-year MONY training pro- 
gram helps prepare them for the C.L.U. examina- 
tions, and examination fees are paid by the company. 

Mutual Of New York is proud of the many 
MONY advisers who have taken advantage of their 
freedom to grow. 





Murua. Or New Yorx 


“FIRST IN AMERICA” | 
The Mutual Life Insurance Company of New York, Broadway at 55th Street, New York 19, N. Y. 


WEATHER STAR SIGNALS 
ON TOP OF OUR HOME OFFICE 


Green...cccceveeee Fait 
Orange ......+.. Cloudy 
Orange flashing .....Rain 
White flashing .....Snow 
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(wing Stake of Yen! 


Yes, this man has just created an estate by sign- 
ing his name to the Southland application. When 
he’s ready to retire, he’ll receive a check from 
Southland Life every month as long as he lives. 

Should he die next week or any time before 
reaching retirement age, his family will receive 
an income check each month to replace earned 
income. What other way can a man create an 














estate by the stroke of a pen and be sure of an 
income for life? 

When the Southland Representative calls, 
don’t turn him away—hear what he has to say— 
for, time after time, he has proved to be the 
best friend a man ever had. He is expertly trained 
to help you provide wisely for your future, the 
future of your family and the future of your 


BUILDING GOODWILL FOR 
THE LIFE UNDERWRITER 


This is one of a 
series of advertise- 
ments designed to 
explain some of the 
benefits of Life In- 
surance, and create 
a greater apprecia- 
tion for the impor- 
tant role the Life 
Underwriter plays 
in helping plan fu- 
ture security, in- 
come and happiness. 














INSURANCE COMPANY 


JOUN W. CARPENTER, President Home Office: DALLAS 
“Serving Since 1908" 


ACCIDENT e@ HEALTH e 


ASSETS OVER $156,000,000 
Insurance in force over $725,000,000 
Paid to Policyholders and Beneficiaries 
ever $100,000,000 


GROUP 


HOSPITALIZATION e 


LIFE e@ 








Assets over $47,000,000 e Insurance in Force over $215,000,000 


ae 


. if you need it 

. if you have to increase today’s income 

. if you have to increase your paid business 
. if you have to save more for the future. 


We can help — let's talk it over. A few openings 
for General Agents. Write, wire, or phone. 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V. P. 


Write or wire: Western Life, Western Life Bidg., Helena, Montana 
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Results for First Six Months Given 
ns 
1952 1951 In Force In Forg 
New Bus. ae 7 Ine. 1951 Ine 
Acacia Mutual Life........... 65,397,948 66,645,239 36,939,043 38,195,04 
Business Men’s Assurance.... 75,869,343 63,877,198 36,998,900 30,725,853 
CPUATGIAN TAte: 25.55 occ 505.0 60,266,813 54,975,184 36,689,285 34,183,893 
Imperial Life of Canada...... 38,679,407 33,924,032 29,175,166 22,389,495 
Independent L. & A........... 236,195,242 ¥ 36,597,105 36,588,793 
Indianapolis Life ............ 17,478,869 15,295,362 10,000,251 173,569 
TALS OF - VITRIMIO 6 co's ccs ceccce 92,185,788 80,965,247 11,175,031 36,109,843 
ational Ls. 6 Bon... eee acscns 105,068,688 90,319,534 58,451,753 530,86 
Pacific Mutual Life........... 108,031,407 98,703,736 63,871,531 67,026.08; 
Penn Mutual Life............ 156,730,860 137,953,853 83,753,220 5,606.47 
Security Mutual Life......... 27,076,579 26,696,435 19,216,845 20,462,745 


*Not available. 








Ben S. McGiveran 
Tells Trend Toward 
Fewer, Better Agents 


Ben S. McGiveran, Northwestern Mu- 
tual, Milwaukee, is quoted in a lengthy 
interview carried in the Milwaukee 
Journal of July 27 as observing that the 
trend is toward fewer agents, but better 
ones. Mr. McGiveran who is part of the 
pension trust team of Seefurth & Mc- 
Giveran, with headquarters in Chicago, 
observed in the interview that the life 
insurance field is being squeezed 
horizontally and vertically. He said that 
more people are being afforded a meas- 
ure of protection from the load through 
government social security while group 
insurance and private company pen- 
sion plans move in from the sides. This 
he believes will narrow the market for 
straight life policies and, completing 
the box, higher taxes will make it more 
difficult for many families to afford 
life insurance premiums. 

Still Mr. McGiveran, whose firm set 
a Northwestern production record of 
$10,138,762 in the year ending May 31, 
not counting $6,463,502 in annuities, feels 
that a big market for individual life 
policies will remain among professional 
men and small business men who enjoy 
neither social security, group insurance 
nor pension benefits. 

He told the interviewer that the suc- 
cessful agent of the future will have to 
be a specialist. He opined that there 
will be a place for the small agent, but 
that relying on such time-worn tech- 
niques as putting a fountain pen into 
a customer’s hand at the psychological 
moment are no longer a necessity. Ac- 
cording to Mr. McGiveran, the ability 
to X-ray a potential customer’s needs 
through proficient knowledge of such 
things as tax laws and economic trends 
will be necessary for the agent of the 
future. 

The newspaper account was closed 
by the following statement from Mr. 
McGiveran: “I like selling but I am not 
a high pressure salesman. My motto is 
‘P.D.Q.’” That means, ‘Probe to dis- 
cover a man’s needs, determine what is 
best for him and, quick orthodox think- 
ing.’ ” 


Worthington Heads Drive 


William P. Worthington, executive 
vice-president of Home Life of New 
York, has been named chairman of the 
life insurance division of the 1952 
United Hospital Fund campaign. He 
will recruit and direct volunteers from 
life companies who will seek contribu- 
tions. Gifts to the Fund enable New 
York City’s 81 voluntary, non-profit 
hospitals to maintain free and below- 
cost care of hundreds of thousands of 
patients annually, and help in programs 
of research and education. 








N.Y. Insurance Society Committees 


Edward King, president Hooper- 
Holmes Bureau, has been named chair- 
man of the budget and finance com- 
mittee of Insurance Society of New 
York. Clarence J. Myers, executive vice- 
president New York Life, is a member 
of the committee. 

Ralph H. Blanchard, Columbia Uni- 
versity, continues as chairman of the 
educational committee, with Harry 
Krueger of Krueger & Davidson 


agency of Northwestern Mutual a men. 
ber. Raymond H. Weins, executive vice. 
president Equitable Society, is a mem. 
ber of the investment committee, 


Decatur Assn. Wins 
Membership Trophy 


Decatur (Ill.) Assn. of Life Unde. 
writers is the first winner of the ney 
Margaret H. Becker trophy for mem. 
bership gains among local state asso. 
ciations for the year, June 30-July 1 
In that period Decatur picked up 4 
members, a 50% increase over the prey. 
ous year. Points, based on % credit for 
numerical increase, and % credit fo 
percentage gains, show Decatur with 
91, and Bloomington with 82. 

H. Dale Walker, Provident Mutual 
association president, and J. S. Dalton, 
Equitable Society, membership chair. 
man, received the cup at the recent 
Leadership Training Conference x 
‘Champaign-Urbana. The trophy, intro. 
duced by the Illinois association, honors 
9 Becker, executive-secretary since 
1942. 


L. E. Balza, New York Life, Green 
Bay, Wis., spoke on “After That— 


Club of Green Bay and the Rotary Club 
at Shawano, Wis. 
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it profitable to check with us 
when you want to make the bes? 
possible placement of business. 


$1; Billions | 5} Billion 
of life insurance in 


in force assets 


If you are a full-time agent of another com- 
pany, see us first for business you will not 
be able to place with your own company. 


Sé 


from coast-to-coast 
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p. O. BENNETT'S MDRT TALK 


ee 





Cites Pros, Cons of Agent's 
Operating as Corporation 


BRETTON WOODS, N. H.— If an 
agent has a gross income of around 
$30,000 a year or more, works in a 
state that permits corporate licensing of 
agents and represents a company that 
will consent to such licensing, he may 
fnd that the advantages of incorporating 
himself outweigh the drawbacks, Russell 
0. Bennett, Chicago lawyer, told mem- 
bers of the Million Dollar Round Table. 
There are many pros and cons, he said, 
and they should be carefully considered 
before reaching a decision. 

Disadvantages include these: The cor- 
porate agent can’t participate in a pen- 
sion plan, can’t have non-vested fees 
which would be terminable on death, 
though the company might consent to 
changing its rates to an actuarial equiva- 
fent of such fees; paper work and other 
accounting is burdensome; two sets of 
books during the changeover period; 
double taxation to the extent of any 
dividends paid by the corporation to its 
shareholders; subject to excess profits 
tax if income exceeds $25,000; confisca- 
tory tax if held to constitute a personal 
holding company; tax avoidance may be 
charged by the revenue bureau if it ap- 
pears that was the primary reason for 
incorporation; need to maintain arms- 
length relationship between corporation 
and the owner on matters such as leases, 
sales and other contracts. 


Lists Non-tax Advantages 


Mr. Bennett listed these “non-tax” 
advantages: Can offer clients better pos- 
sibility of continuity of service, par- 
ticularly important with clients having 
business insurance and insured em- 
ployes’ trusts; continuity makes employ- 
ment more attractive to high-grade per- 
sonnel; opportunity to enlist advisory 
services of experts and persons of 
prestige as directors; better chance of 
continuing the business’ good-will value. 

Tax advantages include these: If the 
corporate net income after reasonable 
salaries is $25,000 or less, and if busi- 
ness justification exists for retaining 
the corporate earnings rather than pay- 
ing them out in dividends, then the 
principal owner will save through use 
of the corporate form the difference 
between the applicable 30% corporate 
tax rate and the generally higher in- 
dividual tax rates that would apply if 
this corporate income were added to his 
individual income. 


Additional Capital Gain 


The saving is even greater if the prin- 

cipal owner has outside income from 
sources other than insurance. Mr. Ben- 
nett said it should be remembered that 
in the event of liquidation, additional 
tax at capital gain rates will be im- 
posed on the accumulated earnings to 
the extent that those earnings and other 
assets exceed the owner’s cost in his 
stock, Also the indicated tax savings 
will be lessened if and when it is neces- 
sary to declare dividends or if the own- 
bak salary is held to be unreasonably 
igh. 

The principal owner through his stock 
control will have investment powers 
over properly retained earnings which 
might otherwise have been paid in 
taxes. Subject to section 102 limitations, 
these earnings may be invested in allied 
promotions that feed the insurance busi- 
Ness and produce income which may 
cel be removed at capital gain 
rates, 

The main owner, being an employe, 
May participate in an approved em- 
dloyes’ trust. The corporation can 
Properly buy key-man insurance on the 
owner, 

Use of the corporate form en- 
ables the principal owner to make gifts 
of interests in the business to members 
o his family, thus minimizing his in- 
‘come and estate tax. A new general 
gent can carry his probable early- 


Years’ losses, setting off his salary dur- - 


YIM 


ing those years against the corporate in- 
come in future years. While it has not 
been clearly determined judicially, it 
appears likely that in the event of 
liquidation, the renewal commissions 
thereafter received by the principal 
owner may be taxed at capital gain 
rates rather than as ordinary income. 

If those commissions have not been 
paid out fully by the owner’s death 
date, the same capital gain treatment 
would apply under section 126 of the 
code to their receipt by the owner’s 
heirs. Even if this favorable capital gain 
treatment doesn’t result, the first and 
renewal commissions actually received 
by the corporation will in any event be 
subjected to tax at the level corporate 
rate rather than at the graduated in- 
dividual rate. 


Holding-Company Hazard 


Discussing the danger of the cor- 
poration’s being classed as a personal 
holding company, Mr. Bennett said this 
will result if the company meets both 
of two tests: the stock ownership re- 


quirement and the gross income require- 
ment. Since it is almost sure to meet 
the first test the agent had better be 
sure it doesn’t meet the second. To keep 
out of the latter kind of trouble, Mr. 
Bennett believes that the contract be- 
tween the insurer and the corporate 
agent should not provide for the services 
of any particular individual or for the 
insurers right to designate the person 
to perform them. 


Needed Precaution 


This precaution is needed because the 
statute provides amounts received under 
a contract by which the corporation is 
to furnish personal services are personal 
holding company income “if some per- 
son other than the corporation has the 
right to designate [by name and discrip- 
tion] the individual who is to perform 
the services, or if the individual who is 
to perform the services is designated 
[by name or by description] in the 
contract.” This applies if the individual 
who has performed, is to perform, or 
may be designated to perform the serv- 
ices owns 25% of the stock of the cor- 
poration. 

Mr. Bennett termed objectionable any 
provision for termination of the contract 
upon the death of a named individual 
or a provision for the corporate agent 
to participate in non-vested fees meas- 
ured by the life of a named individual. 


If the agency contract is entered into as 
a contract of the corporation and is per- 
formed as a contract of the corporation 
Mr. Bennett believes there is little dan- 
ger from this aspect of the personal 
holding company law, although there 
still remains the dangers with respect 
to other kinds of personal holding com- 
pany income, such as dividends, interest, 
sales of securities, and rent. 

Another consideration respecting cor- 
porate agencies that Mr. Bennett dis- 
cussed at greater length was the pos- 
sibility of the owner’s receiving future 
renewal income at capital gain rates. He 
said it seems clear that in the event of 
a sale of stock by the owner the dif- 
ference between the selling price and 
the seller’s basis in the stock will be 
taxed at capital gain rates. 

Thus to the extent that the selling 
price takes into account future renewals 
which have not yet been taxed to the 
corporation, the owner is realizing in- 
directly upon future renewals as a 
capital gain. This treatment of the dif- 
ference between the selling price and 
the owner’s basis will be accorded pur- 
suant to the usual rules for taxing the 
gain realized on the sale or exchange 
of a capital asset. 

Moreover, it would appear that even 
if only a part of the purchase price 
was payable in cash and the remainder 

(CONTINUED ON PAGE 20) ; 




















No other association or institution has done more to 
advance the professional approach to life insurance 
selling than the CLU movement. 


The Prudential congratulates the American College 
of Life Underwriters on its silver anniversary. 
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The Uniform Allocation Problem 


The rapprochement that has taken 
place between the companies: and the 
agents on the one hand and the New 
York department on the other in con- 
nection with the efforts at liberalizing 
New York’s expense limitation law is 
important and heartening not only as 
an augury for the eventual curing of 
what is wrong with section 213 but for 
a solution to the problem posed by 
Superintendent Bohlinger’s program for 
uniform allocation and reporting of in- 
come and expense. 

Like revision of section 213, proposals 
for uniform allocation are going to 
call for a vast amount of patience, 
ability to see the other fellow’s view- 
point, and willingness to compromise. 
Whether it is even theoretically possible 
to dope out a system of uniform alloca- 
tion that will give the department what 
it wants without seriously disrupting 
the accounting systems of many 
companies is something that is still 
very much in the exploratory stage. 
There is assurance, however, that the 
companies will be given ample oppor- 
tunity to explain their viewpoints and 
to offer counter-proposals. 


One of the major objections to any 
attempt to fit a standard pattern to life 
companies’ accounting practice is that 
it would add substantially to the cost 
of the accounting function without pro- 
ducing anything of value, since the 
companies would have to carry on 
parallel records to get the information 
they now consider essential, if the de- 
partment were to require that these 
records be kept in some other way for 
the sake of conformity with a stand- 
ard procedure. 

It seems likely that this cost ele- 
ment should weigh heavily with the 
department, for one of Mr. Bohlinger’s 
major considerations in the entire sec- 
tion 213 question is how the changes 
would affect the cost of insurance to 
the public. If it can be shown that there 
would be substantial extra cost due to 
keeping records in one way to meet de- 
partment standards and in another 
parallel way to fit a company’s par- 
ticular operating situation, the added 
cost of doing this—which can come 
from nowhere but the insuring public’s 
pocket—should be of major concern to 
the department and the legislature. 


Are We Getting Away from Our Main Job? 


Though not because of any special 
intent, powerful forces are at work that 
tend to push life insurance out of its 
traditional role of providing security 
for the middle and lower-middle eco- 
nomic classes. It is a tendency that 
needs to be resisted actively, not just 
with the force of inertia, which seems 
not to be enough. 

The resultant of these forces is to 
influence the agent, and those respon- 
sible for his direction, toward those 
prospects who are farther and farther 
up the economic scale. Some of these 
factors are already here and operative. 
Others are as yet only potential but 
seem almost inescapable. 

What are these forces? A tax struc- 
ture that puts so tight a squeeze on 
the higher-income executive that he and 
his employer are warmly receptive to 
the tax advantages available through 
life insurance. Social security benefits, 
which, combined with the frequently- 
found National Service life insurance 
benefits, leave comparatively little at 
modest income levels that can be sup- 
plied by life insurance. Group insur- 
ance programs and pension plans that 
still further whittle away the market of 
the life agent trying to build a clientele 
in the great middle group of the popu- 
lation. The expense limitations of the 
New York insurance law, which, for the 


great majority of the underwriting ca- 
pacity of the life insurance business, 
forces life insurance marginal costs to 
remain below their economic equilibrium 
and hence prevents commissions from 
being increased to where they would 
insure the maximum spread of protec- 
tion. 

“Economic equilibrium,” incidentally, 
is an expression we just coined—unless 
somebody else beat us to it—to denote 
the level where if a company keeps 
pushing its costs up for the sake of 
getting more business it finds it is pric- 
ing itself out of the market. 

These forces—taxes, social security, 
NSLI, group insurance, pension plans, 
and New York’s section 213, to carry 
the list no further—all tend to influence 
the agent to “prospect upward.” In fact, 
he pretty near has to if he is going to 
survive. But is this a good thing for 
the business and the public? Those who 
followed the famous Temporary Na- 
tional Economic Committee investiga- 
tion of life insurance will recall that 
the probers cited statistics aimed at 
proving that the bulk of the life insur- 
ance in force was held by the well-heeled 
citizens and that life insurance as a 
protection for the general run of the 
population didn’t amount to much. And 
that was a dozen years ago, before the 
influences listed above had materialized 


to the point where they were being felt 
to any significant extent. 

There is nothing against prospecting 
upward, for even among the well-to-do 
it can hardly be said that overinsurance 
prevails. It is only when prospecting 
upward diverts attention from the need 
for prospecting on the same level and 
even for prospecting downward that it 
should be examined for its eventual ef- 
fect on the business. 

There is a place for companies and 
agents that set their sights on the larger 
cases and it is an important place. But 
there is also a need for life insurance 
to cover all of life insurance’s natural 
prospects or else we can expect critics 
to move in and question whether life 
insurance is doing the comprehensive 
job it is alleged to be doing. 

Up to now, life insurance has been 
fairly fortunate in its critics. Most of 
the militant do-gooders have had their 
heads so high in the clouds that they’ve 
been inclined to chide the business not 
for failing to sell enough life insurance 
but for selling too hard. They’ve over- 
looked the fact that life insurance is 
rarely bought unless it’s sold, and sold 
pretty hard. Their approach has been 
to provide cheap insurance, as through 
savings banks, insurance that is cheap 
only because it is impotent to a real 
job of spreading its mantle of protec- 
tion to any significant segment of the 
population. 

But some day the more sensible criti- 
cism may be made that the life insur- 
ance business isn’t seeing the people 
it should and exerting the persuasiveness 
that must be exerted if life insurance 
can accurately be said to be doing its 
job. 

In recent speeches Managing Direc- 
tor Charles J. Zimmerman of L.I.A.M.A. 
has said that a study made by the 
Psychological Corp. of New York City 
showed that 25% of the owners of life 
insurance policies hadn't been called on 
by an agent in the previous two years 
and that 50% of the non-owners of life 
insurance hadn’t been called on in a 
similar period. Mr. Zimmerman also 
mentioned a L.I.A.M.A. study made in 
Baton Rouge, which showed that 50% 
of those interviewed had not been called 
on by a life agent within a year and 
that one-third of those interviewed 
hadn’t been called on by an agent in 


more than a year. In the latter group 
37% had incomes of $5,000 or more, 

At the same time, it is a commoy 
experience for a man who gets married 
buys a home, becomes a father, or gets 
a promotion to find himself a targe 
of sales appeals from numerous agents 
who have read about him in the loca 
newspaper. 

This contrast between the “target 
risk” and the man who sees an agent 
rarely, perhaps never, raises a question 
about the efficacy of a merchandising 
plan that leaves almost entirely up to 
the ingenuity of the individual agent 
the question of who gets seen and who 
doesn’t. Granted that life insurance, as 
an institution, has a social responsibility 
to extend its benefits to all whom it js 
economically practicable to reach, what 
improvements should be made? “See al] 
the people who ought to have life ip. 
surance and sell them hard,” would 
seem to sum up the situation in a gen. 


eral way. 
As for specific measures, we've said 


this before but since we’re dealing with 
selling, we can safely say it least once 
more: An intercompany system should 
be set up so that the neglected pros. 
pects are solicited for life insurance, 
There would be no need to interfere 
with agents’ existing clienteles. They 
aren't the problem. But an “ordinary 
debit” covering an entire community, 
financed and handled jointly by such 
companies as cared to take part, .and 
made up of prospects not being sery- 
iced by an agent, should be feasible 
Expensive? Somewhat, but once it got 
going there should be substantial off 
setting economies through having -es- 
sential information available about pros- 
pects and having ready made lists of 
prospects to hand to new agents, to 
say nothing of the efficiency gained by 
having the prospects bunched rathet 
than all over town. 

Such a plan would not have to be 
tried out on a vast scale. It could be 
initiated in a single community. It 
might be that the cost would prove too 
great. But there is also an element of 
cost in permitting the forces already 
mentioned to keep pushing life insur- 
ance too far away from its job of pro- 
tecting the middle and lower-middle 
class citizens whose bulwark it tradi 
tionally has been. 








PERSONAL SIDE OF THE BUSINESS 





C. Carney Smith, general agent Mu- 
tual Benefit Life, Washington, D. C., 
has been appointed chairman Red Cross 
blood donation program, District of 
Columbia chapter. 

Joshua B. Glasser, general agent Con- 
tinental Assurance, Chicago, joined the 
ranks of celebrated insurance grand- 
fathers upon the birth of a son, James 


Michael Powell born Aug. 2 to his 
daughter, Joan. Mrs. Powell is one of 
three daughters, all of whom were maf 
ried last year. The baby’s father, Robert 
M. Powell, is associated with Mr 
Glasser’s agency as an agency assistant 
Political dope in Tennessee has it 
that James M. McCormack, who serv 
as insurance commissioner there for 
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more than 10 years, will be returned to 
that office if the candidate for governor 
packed by E. H. Crump, Memphis in- 
surance agency head and political leader, 
wins. The primary, tantamount to elec- 
tion in Tennessee, is Aug. 7. 

Harry W. Stanley, veteran Equitable 
of Iowa general agent, Wichita, and 

ilion Dollar Round Table member, 
ho organized the Wichita Rotary Club 
i years ago and served as its first 

sident, was honored by the club at 
its July meeting, at which Mr. Stanley 


presided. 

E. North, vice-president in 
charge of the Pacific Coast head office 
of Metropolitan Life, and prominent in 
many civic affairs in San Francisco, has 
heen appointed chairman of the volun- 

defense bonds committee. He is 
past president of San Francisco Safety 
ncil and San Francisco Chamber of 
Commerce and has been chairman of 
many similar civic groups in northern 


~_ DEATHS 


GEORGE F. MANZELMANN, 56, 


president of North American Accident, 
died in a doctor’s office after suffering 
giheart-attack while driving his car. He 
jad been with the company since 1911, 
sarting as a clerk and becoming cashier 
and then head of the accounting de- 
partment, which gave him a wide grasp 
of the company’s operations on the 
fnancial side. He was transferred to 
the agency department and became 
agency director on the retirement of 
H. A. Luther in the late ’20s. He was 
elected vice-president in 1931 and suc- 
deeded to the presidency in 1940 fol- 
lowing the death of A. E. Forrest. He 
had been in virtual charge of the com- 
pany’s affairs for some time before that 
en account of Mr. Forrest’s health. 

He had long been active in H. & A. 
Underwriters Conference, serving as its 
president in 1934-5, and was chairman 
of the golden anniversary observance 
at Detroit last year. He had served as 
chairman of the insurance committee of 
Illinois Chamber of Commerce. 

His two sons are both with North 
American at the home office, William 
Gas manager of the franchise division 
and James U. in the life agency depart- 
ment. 

C. C. SPAULDING, president of 
Nérth Carolina Mutual Life, died at 

ham, N. C., on his 77th birthday. 
M&--Spaulding was characterized in 
Associated Press reports of his death as 
oné of the nation’s richest Negroes and 
it Was also stated that his insurance 








= 





company, which controlled his other 
business interests, was the largest all- 
Negro business enterprise in the world. 
Mr. Spaulding was one of 14 children of 
a freed slave. He founded and led 
North Carolina Mutual to the point 
of where it has assets of $33 million 
and more than $164 million insurance 
in force in eight states. He also headed 
a bank with resources of more than $5 
million and a building and loan associa- 
tion. He started North Carolina Mu- 
tual as a one-man affair with an office 
for which he paid $2 a month rent. 

JOHN A. SCHAEFFER, 87, retired 
supervisor at the Newark office of Pru- 
dential, died at St. Petersburg, Fla. He 
was a supervisor at Newark for 35 
years. He is survived by his son, George 
V., retired assistant manager at New- 
ark. George had been with the company 
for 45 years. They were the only father 
and son on the retired list of Prudential. 

JOHN H. MARTIN, 54, district man- 
ager of Standard Life at Memphis and 
formerly with Life & Casualty for 28 
years, died of a heart attack. 

GEORGE E. SALLADIN, 55, man- 
ager farm loans Mutual Benefit Life, 
Lincoln, Neb., died recently in his sleep. 
He had been with the company since 
1920. 

RICHARD HINZ, 42, an agency in- 
structor for New York Life in southern 
Wisconsin and associated with the Mil- 
waukee branch for 24 years, was found 
dead in the garage at the rear of his 
home. He -recently had suffered a 
nervous breakdown. 


AARON M. NEUSTADT, 54, New York 
Life agent at Columbus, O., plunged to 
his death from the 9th floor of the Desh- 
ler Wallick hotel. He had been ill for 
some time and had been a patient in a 
sanitarium. Before going with New 
York Life he had been with Penn Mutual 
and had edited a Jewish newspaper. 


OBSERVATIONS 


Prosperity Index Misleading 


Life insurance men who may have 
wondered why life insurance sales have 
fallen so far short of keeping pace with 
the increase in gross national product 
can take a less pessimistic conclusion. 
According to the Chamber of 
Commerce, gross national product, or 
GNP as the statisticians designate it, 
results in about a 628% error if used as 
a measure of upward progress in Ameri- 
can living standards. 

Department of Commerce GNP fig- 
ures could easily give non-statisticians 
the idea that the idea that Americans 
are 262% more prosperous than they 
were in 1939, says the U. S. chamber, 











whereas actually the improvement in 
living standards works out to about 3% 
a year — roughly the rate that has pre- 
vailed through most of U. S. history. 
The government’s figures indicate that 
GNP jumped from $91 billion in 1939 to 
$329 billion today but as an index of 
increased prosperity the figures are mis- 
leading because government spending 
accounted for nearly one-fifth of the 


GNP figure in 1951 as against only 
about one-seventh in 1939. : 
Government spending on _ military 


goods, for example, no matter how nec- 
essary, represent. no direct contribution 
to economic standards of living for the 
consumer, the U. S. chamber points out. 
Carrying the illustration to an extreme, 
it would be possible to have a huge 
GNP made up almost entirely of gov- 
ernment spending on equipment and 
services, while the people starved be- 
cause no food was being produced. | 

A better measure of economic well- 
being is the personal consumption 
spending figure, representing goods and 
services of all kinds that consumers ac- 
tually buy. That figure has increased 
greatly since 1939 but not as rapidly 
as GNP. 

Even the personal consumption figure 
is misleading, the chamber warns. First, 
expenditures are measured. in dollars 
that aren’t worth as: must as those of 
1939 and second, the population has 
grown by almost 24 million since 1939. 
Correcting for these factors results in 
a figure of 36%, or 3% annually for the 
12 years. j 





Treasury Studies Reed Bill 


Treasury department tax experts are 
going to be spending. a good deal of 
time during the next few months on the 
bill advanced by Representatives Reed 
and Keogh. Based on some of the major 
recommendations presented at the hear- 


ings at which, among others, American _ 


Life Convention, Life Insurance Assn., 
and National Assn. of Life Underwriters 
raised objections to the measure, Messrs. 
Reed and Keogh made extensive revi- 
sions and then tossed the new bills into 
the hopper just before congress went 
home. 

The bill seeks to provide a voluntary 
pension system to self-employed who 
cannot obtain the tax advantages for 
pension plans approved by the internal 
revenue board. 








Increases Non-Med Limits 


Combined American of Dallas has in- 
creased its non-medical limits to $10,000 
for ages 0 to 40, male or female, with 
a maximum of $10,000 in one year, and 
a total maximum of $12,500 for males 
and $10,000 for females. 


$3993 


Face value of the aver- 
age of all policies placed 
in force by UNITED 
LIFE in 1951 was 
$8,293.00, and in 1950 
UNITED LIFE was in 
sixth position among the 
Nation’s more than 500 
life insurance companies 
with an average policy of 
$7,846.00. 

The scope and added 
benefits of every 
UNITED LIFE policy 


provide underwriter and 


»yolicyholder alike with 
an unusual opportunity. 


For particulars write to WM. 
D. HALLER, Vice President 
and Agency Manager. 


UNITED 
LIFE AND ACCIDENT 
INSURANCE COMPANY 


Concord, Ncw Hampshirc 








CENTRAL STANDARD LIFE 


Gund (905 INSURANCE COMPANY | 


211 W. Wacker Drive 


ALFRED MacARTHUR 
Chairman of the Board 
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Columbian Nat'l Reduces 
Level Premium, Term Rates 


Columbian National Life has an- 
nounced rate reductions in most level 
premium life and term plans. These re- 
ductions affect all policies dated April 
15, 1952, or later. 

In addition to the whole life, limited 
payment and endowment plans, rates 
have been reduced on the “minute man,” 


“productive period,” modified life, 5- 


and 10-year term, term to 70, and double 
and triple term riders. 


Conn. Mutual Air Look-outs 


A group of 40 Connecticut Mutual 
Life employes, led by H. J. Anderson, 
assistant manager accounting depart- 
ment, have volunteered to man the West 
Hartford air observer post each Tues- 
day. The team is divided into two-hour 
shifts with a pair of spotters on duty 
through the 24-hour shift. 





GENERAL 
OPENING 


A well-established general 


of new agents. 





in Nebraska 


business in force) of an old and highly reputable billion 
dollar company now is open in Nebraska. Agency offices are 
in Omaha, and territory covers most of the state. 


A real opportunity for a capable field underwriter who 
has both aptitude and desire to enter management end of 
the life insurance business, or for a successful agency head 
who desires a broader field of operations. 


Attractive training and financial arrangements for the man 


selected. Every modern sales and training aid, together with 
salary plans, will be provided for the recruiting and training 


Inquiries will be treated as strictly confidential. In reply 
please give complete qualifications. 


Write: Box M-47, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Ill. 


AGENCY 


agency (nearly $25,000,000 








AMONG COMPANY MEN 





Berkshire Names 
Furey, Hall, Wallace 
to Higher Posts 


Berkshire Life has appointed W. 
Rankin Furey executive vice-president; 
Albert L. Hall general counsel, and M. 
G. Roy Wallace assistant secretary. __ 

Mr. Furey joined the company at his 
late father’s general agency at Pitts- 
burgh, and later became general agent 
there. He was named agency vice- 
president and elected to the board in 
1943. He is a former trustee National 
Assn. of Life Underwriters and director 
American College of Life Underwriters. 
He is also past president of the Pitts- 
burgh association, Pittsburgh Life In- 
surance Council and Pittsburgh man- 
agers. He is currently a director of 
L.I.A.M.A. and chairman of its finance 
committee. 

Mr. Hall joined the legal department 
in 1937. He is a graduate of Harvard 
law school, and a veteran. Mr. Wallace 
joined the company in 1948. He was 
formerly with Equitable of Canada. He 
is a fellow of Society of Actuaries, and 
also a veteran. 





Prudential Moves Foster 
to District Agency Post 


Kenneth C. Foster, a second vice- 
president of Prudential, has been trans- 
ferred from the ordinary agencies de- 
partment to the district agencies depart- 
ment, effective Sept. 1. He was elected 
a second vice-president in 1950. 

Mr. Foster, who was elected a 2nd 
vice-president in 1950, won widespread 
recognition for his work in an ad- 
ministrative capacity in the ordinary 
agencies department. In his new assign- 
ment, he will have immediate super- 
vision over district offices in Ohio, 
Michigan, Indiana, Illinois, Wisconsin, 














Many excellent agency opportunities are 
available in select territories—Now! 


BEEK: 





Up—Down and All Around? 


Why not establish your own 
business with a direct agency 
contract that enables you to 
build your future? 


National Casualty’s Accident 
& Health, Hospitalization ... 
and Medical Care coverages 
provide the finest protection 
for the Individual, Family, 
Franchise or True Group case. 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 


Remember-It's Easiest to Sell the Best! 





ame 
Minnesota, Iowa, Nebraska and Nort 
Dakota. 


Main, McKinney, 
Miller Advanced 


Three home office appointments hay 
been announced by Jefferson Nationa 
Life. Robert E 
Main was promot- 
ed to agency direc- 
tor, E. Kirk Mc- 
Kinney, Jr., has 
been promoted to 
assistant to the 
president, and Burl 
W. Miller was ap- 
pointed assistant to 
the agency director. 

Mr. Main joined 
the Jefferson Na- 
tional organization 
as field service di- 
rector in 1948. In 
1951 he was pro- 
moted to assistant agency director 
head of the field training and sales pro. 
motion division. He was formerly , 
special agent with the Lincoln National 
Life at Indianapolis. A _ graduate of 
Butler University, Mr. Main is a veteray 
of the last war. 

Mr. McKinney started with the com, 
pany in 1948 after his graduation from 
the University of Michigan. He h 
since served as assistant treasurer a 
coordinator, a position he will continy 
in addition to his new assignment, 
He is an army veteran of the last war, 

Prior to his appointment last month, 
Mr. Miller had been registrar of Lain 
College at Indianapolis. He has had 
eight years’ experience in life and acce 
dent and health sales and supervision, 
taught in high school for ten years, and 
was with the Veterans Administration 
for two years. He is a veteran of the 
last war. He graduated from Ripon Col- 
lege, and holds a master’s degree in 
education from Northwestern. 


Great-West Life Advances 
Lang and Buchanan 


Great-West Life has advanced W. §. 
Lang, manager bond _ investments 
since 1946, to assistant treasurer. He 
will be succeeded by F. W. Buchanan, 
former supervisor bond investments. 








R. E. Main 









tl oe 
Ww. S, M. Lang F. W. Buchanan 


Mr. Lang joined the investment 4¢ 
partment in 1933, and became supéf 
visor security administration in 194 
He is a veteran. Mr. Buchanan ha 
been with the company since 1948, ang 
supervisor bond investments since | 





¢ 
Appoint Nippa, Costa, Fife © 
Occidental of California has appointed 
Bernhart Nippa associate group supef 
visor at Detroit. The company has als@ 
named Gordon Costa and Paul W. Fife 
group sales representatives at San Frat 
cisco. Mr. Nippa has been with the 
company since 1950, Mr. Fife since 
1946. Mr. Costa is a graduate of Unie 
versity of San Francisco. 


Paul Revere Ups Beardsley 


Charles M. Beardsley has been named 
assistant actuary of Massachusetts Pro- 
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rective and Paul Revere Life. He square feet of floor space in its newly re- 
‘ined the actuarial department of the conditioned offices. ACCIDENT AND HEALTH 
Worcester, Mass., companies “ 1947 
yas d i f th rt- 0 
and Nawo years ago. He is an associate Move Houston Group Office Reg Joins N. A. L. & C. as Chapline, satisfied customer. He has 


ment two years ago. He is an associate 
of the Society of Actuaries. 





Standard of Ore. Names 
Altick Agency Supervisor 


Robert L. Altick has been appointed 
agency supervisor for Standard of Ore- 
: gon. He will as- 
sist in the inaugu- 
ration of a new ac- 
cident and sickness 
program and in the 
supervision of the 
field agency organ- 
ization. 

He entered the 
business with Mas- 
sachusetts Mutual 
in 1930. 

Following mana- 
gerial posts in 
Wilkes-Barre and 
Los Angeles, he 
moved to Portland 
in 1950 as general agent for Mutual 
Benefit Life of New Jersey. 

Mr. Altick is a past president of Los 
Angeles C.L.U., and was president of 
the Life Underwriters Assn. of North- 
eastern Pennsylvania. At Los Angeles 
he served as director of both the under- 
writers’ and managers’ associations. 





R. L. Altick 





Hopkins Mass. Mutual 
Assistant for Group Sales 


Massachusetts Mutual has appointed 
George E. Hopkins assistant director 
of group sales. He was formerly district 
group representative at Springfield, 
Mass) Mr. Hopkins joined the com- 
pany in 1948, following graduation from 
Dartmouth college. He is a veteran. 


lowa Life Advances Head 


Iowa Life has advanced Glenn O. 
Head, actuary, to assistant manager, 
and Harlow Stanley, assistant actuary, 
to actuary. Mr. Head joined the com- 
pany as assistant actuary in 1947, and 
became actuary in 1949. He is a fellow, 
Society of Actuaries. Mr. Stanley went 
with the company in 1950. He was ap- 
pointed assistant actuary last year. He 
is an associate, Society of Actuaries. 


COMPANIES 


N. C. Life Company Forms 
Fire and Casualty Affiliate 


RALEIGH, N. C.—A new company, 
State Capital Insurance Co., which will 
handle all lines except life and annui- 
ties, has been formed by State Capital 
Life here, with both companies having 
the same directors and officers. The 
company has authorized capital of $1 
million in 100,000 shares of $10 par 
value. It will write lines which the 
parent company cannot write under its 
charter. 

Irving F. Hall, president of both com- 
panies, has been kept away from his 
otice for months by illness and is still 
recuperating at Tucson, Ariz. Other 
dficers are Graham F. Trott, vice- 
president; H. F. Ledford, secretary, and 
T. W. Alexander, treasurer. 


lincoln Mutual Enters Mo. 


Lincoln Mutual Life of Nebraska has 
en admitted to Missouri and has ap- 
pointed H. K. Morga general agent at 
St. Joseph. He has been manager there 
of Reserve Life. The move also enables 
@ expansion of territory for the general 
at of R. L. Bradley of Kansas City, 
n, 

















Mutual Savings Life of St. Louis has 
Moved its home office to 5701 Waterman 


wenue. The company now has 12,000 | 


State Mutual Life recently moved its 
Houston group office to new quarters 
at room 206, 1816 Main street. William 
R. Reitzell, assistant superintendent 
group sales, and group representatives 
Robert L. Durst, T. T. Redington, Jr., 
and Earle N. Stolnacke, were on hand 
at an open house marking the move. 





Colonial Assets Double in Decade 


At the end of June, 1952, its 55th 
anniversary year, Colonial Life assets 
were $50,454,946, a 100% increase in 
the past 10 years. 





Eastern Life has increased commis- 
sions 5% on individual policies of $25,- 
000 and over. 











Great-West Joins Conference 

Great-West of Winnipeg, Canada, has 
joined H. & A. Underwriters Confer- 
ence. Total membership of the con- 
ference is now 177 member companies 
and 9 associate members. 


Manager of Toronto Agency 


North American Life & Casualty has 
appointed Charles E. Rea manager of 
its new agency at 47 Laplante Ave, 
Toronto. 

Mr. Rea, a former member of the pro- 
vincial government and the first Cana- 
dian elected to the executive board 
of the International Assn. of A. & H. 
Underwriters, has for many years been 
active in the accident and health business 
in Ontario and was the first president 
or the Ontario Assn. of A. & H. Under- 
writers, 


__—. 


Becomes Object Lesson 


George M. Chapline, Jr., Mutual Life 
agent at Frederick, Md., became his 
own best customer and purchased an 
A. & H. policy for himself when Mutual 
entered that field. Just 50 days after 
the policy was placed in force, he suf- 
fered a broken arm, submitted a claim 
for George Chapline, policyholder, and 
after receiving payment became George 


dropped “It can happen to you” from 
his sales talk in favor of “It did happen 
to me!” As a living testimonial to his 
own product, he finds it much easier to 
talk to prospects on disability insurance, 
but he doesn’t recommend his approach 
to other salesmen! 





Government Employes Life, Wash- 
ington, D. C., is poised to enter the 
A. & H. field on October 15. The A. & H. 
division will offer hospitalization with 
an optional surgical rider; an accident 
policy, and a combined accident and 
sickness policy. 








Has School for New Agents 


Austin Life of Austin, Tex., held a 
school for new agents under the direc- 
tion of Allen Cain, agency vice-presi- 
dent, assisted by Jack E. Neff, agency 
adviser to the president. Advanced 
courses will be given later. 





Indianapolis Life held its annual picnic 
and outing at Indianapolis Country Club. 
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SKIELDS 


F PEOPLE CHOKE 


First choice of millions of Americans who 
desire invincible security in the future 
is Life insurance, — the only plan which 
can adjust the economic injustice of death 
too soon or life “too long”. 


We are proud that more than three billion 
dollars of this sure security is represented 
by the outstanding policies issued by this 
Company. 
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ee Weneral American 


helps you pattern 
the campaign with the 
A & S$ TAILORED PACKAGE 





A complete program in a single package. 
Makes it easy to measure your prospect’s needs 
quickly and to show him visibly how the pro- 
gram fits his income, the work he does, and 
his family situation. It’s another visual aid sup- 
plied by General American to back up the 
efforts of men in the field. 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 





| LIFE AGENCY CHANGES 





Lincoln National Appoints 
Elling General Agent 


apolis to succee 
the late W. W. 
Scott. Mr. Elling 


joined the com- 
pany there in 1946, 
and became district 
agent in 1948. In 
1950, he was named 
assistant general 
agent. He is twice 
a veteran, having 
been recalled to ac- 
tive service in 1950, 
and a graduate of 
University of Min- 
nesota. In his first 
six months with 
the company his production 





Lynn M. Elling 





sales leader ever since. 





Occidental of California 


Samuel 





Vegas. 


derwriters. 


1948, 


pany since 1948. 
University of Southern California. 


Kreutzer Heads Old Bethea 




















SWIFT AND STRAIGHT 
AS AN ARROW... 





dential at Columbus, 















ows how Indianapolis Life’s new 

direct-by-mail plans hit the bulls-eye 
of success. It’s a swift system, but— 
even more important—it’s a direct sys- 
tem that gets over 16% response and 
enables agents to profit handsomely. 
That kind of efficiency is one reason 
why career underwriters like working 
for Indianapolis Life. They not only 
have excellent “tools” with which to 
do, the jobs, but they are backed by a 
home office that’s keenly agency minded. 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


NITIS NH Iilinois 









Indiana. Jowa, Ohio, Michipan, Minnesota. Texas 





agency as a_ special 
shortly 
service. 
assistant in 1946 and assistant manager 
in 1948. He is vice-president of Colum- 
bus Life Underwriters Assn. 


He has been assistant 
Columbus for four years. 


ead SR oe ne nemmenee nel 
i 
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Cc. J. Kreutzer R. I. Gross 


The changes become effective when 
Osborne Bethea, present head of the 
Murray Hill Agency, goes to Newark 
under the reorganization of the Charles 
W. Campbell & Associates agency. His 


agency will be known as Osborne Be- 
thea & Associates. 


Mr. Kreutzer has been in the business 


more than 20 years, seven years with 


Prudential. He joined the Campbell 


agency as a special agent in 1945 and 
soon was named an assistant manager in 
charge of the branch at Jersey City. He 
became manager at Columbus in 1949. 


Columbus 
agent in 1945, 
after returning from army 
He was advanced to agency 


Mr. Gross joined the 











The Forest J. Curry agency of Penn 


Lincoln National Life has appointed 
Lynn M. Elling general agent at Minne- 





reached 
Over $330,000. He has been a consistent 


Names Walker, Royer, Kurtz 


Occidental of California has named 
Paul M. Walker general agent for the 
new agency at Waterloo, Ia. The com- 
pany has also appointed William M. 
Royer general agent for Nevada, and 
B. Kurtz manager at Las 


Mr. Walker entered the business in 
1947 with Metropolitan at Cedar Rap- 
ids. He was named assistant manager 
at Des Moines in 1950. He is past sec- 
retary Cedar Rapids Assn. of Life Un- 
i Mr. Royer joined the com- 
pany at Boulder City in 1946, and be- 
came general agent at Las Vegas in 


Mr. Kurtz has been with the com- 
He is a graduate of 


Agency: Gross to Columbus 


C. Jordan Kreutzer, manager of Pru- 
O., has been ap- 


pointed head of the Murray Hill Agency 
at New York City, effective Oct. 1. Rich- 
ard I. Gross will succeed Mr. Kreutzer. 
manager at 





i 
Mutual at San Francisco received as 3 
symbolic token recently from Malcoly 
Adam, president of the company, , 
brick which was once part of Inde 
pendence Hall at Philadelphia. 





General American Opens 
General Agency at Housto, 


General American Life opened a ney 
and enlarged general agency at Houston, 
Tex., in which ordinary, group an( 


mortgage loan departments are com. 
bined in one office. Present for the 


AREER 





H. R. HOSTETTLER 


day ceremonies were President Powell 

McHaney, Vice-presidents, Frank 
Vesser, Emil E. Brill and J. Gregory 
Driscoll. 

Harold R. Hostettler has been ap 
pointed general agent there, with Wil 
liam Strauss as associate general agent, 
Jerome Howard is the mortgage loa 
field representative. Mr. Hostettler has 
been in the business since 1929 and until 
recently he was manager of Reliance 
Life at Houston. He is a director and 
national committeeman of Houston Life 
Underwriters Assn. and for the past 
year has served as president of the 
Houston General Agents & Managers 
Assn. He is a_ graduate of the 
L.I.A.M.A. school in agency manage- 
ment. 

Mr. Strauss has been with Generd 
American at Houston for a number of 
years and has been a consistent men- 
ber of one of its top production clubs, 





Pilot Life Names Bumpass 


Pilot Life has 
named William J. 
Bumpass _ general 
agent at Little 
Rock. He was for- 


merly manager 
there for Occiden- 
tal of California. 


Mr. Bumpass en- 
tered the business 
in 1948, 





Ww. J. Bumpass 





Rowan Takes Winona Post 


Great-West Life has appointed James 
F. Rowan district manager at Winona, 
Minn., associated with J. G. Mulheran, 
manager at Minneapolis. 





Dahle Named at Green Bay 


Monarch Life of Massachusetts has 
opened an agency at Green Bay, Wis. 
and has appointed Jon C. Dahle genera 
agent. 


Laymon Succeeds Gustine 


‘Clyde W. Laymon, manager of tht 
Nebraska agency of National Fidelity 
Life at Lincoln, is succeeding Ematy 
H. Gustine, general agent at Sioux City. 
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Mr. Gustine has resigned to devote full 
time to personal production. 

Mr. Gustine started with the company 
at Moville, Ia., in 1919. He moved to 
Sioux City on his promotion to general 
agent. He will continue asa company 
director and his office will remain in the 
pranch office in the Toy National Bank 
puilding, Sioux City. 


~_ AGENCY NEWS 


Divide Goldman Agency, 
Chicago, Into Two Offices 


Plans for the reorganization of Pru- 
dential’s La Salle Agency at Chicago 
will become effective upon the retire- 
ment of Manager A. Van Goldman. On 
Oct. 1 the organization will be split into 
two agencies. One, under ‘Robert 
Murphy, will continue as the La Salle 
agency. It will occupy the present 
Goldman quarters at 175 West Jack- 
son boulevard. The other, headed by 
Don K. Alford, will be known as Fort 
Dearborn agency. It will be at 141 
West Jackson boulevard. 

The realignment returns to Chicago 
two men who are now superintendents 
of agencies at the Newark home office, 
both formerly special agents and assist- 
ant managers in the Goldman organi- 
zation. 

Mr. Murphy, a graduate of Loyola 
University, joined the agency in 1936 
after four years with the company’s dis- 
trict. agencies organization. He was 
named an assistant manager in 1938 
and in 1945 was appointed a regiohal 
manager in the ordinary agencies de- 
partment at Newark. He has had charge 
of the central area as superintendent of 
agencies since 1947, 

Upon graduation from Northwestern 
University in 1936, Mr. Alford became 
a special agent under Mr. Goldman. He 
was advanced to an assistant manager 
in 1938 and became an assistant regional 
manager in the ordinary agencies de- 
partment of the Newark home office in 
1948, A year later he was appointed 
regional manager and in 1950 was pro- 
moted to superintendent of agencies for 
the eastern area. 

With yearly ordinary sales topping 
$8,500,000 and with more than $100 mil- 
lion of ordinary insurance in force, plus 
$64 million of group life, the Goldman 
agency is one of Prudential’s major or- 
dinary units. It was established in 1927 
under Mr. Goldman, whose continuing 
poor health now makes necessary his 
withdrawal from agency affairs. 

















Honor New General Agent 


Massachusetts Mutual Life was host 
at an installation luncheon at Dallas 
honoring Raymond Campbell, Jr., newly 
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VALU LE... recite votuare 


complete personal protection plans ARE valuable—more 
valuable; in the policy owner’s property box and in the 
agent’s commission account. One reason—they include 
ACCIDENT & SICKNESS DISABILITY INCOME. 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 41 states and the District of Columbia 


appointed general agent there. About 
50 Dallas business and civic leaders in- 
cluding Mayor Adoue were in atten- 
dance. Mr. Campbell was introduced by 
Chester O. Fischer, vice-president of 
the company. 





Hays Agency Celebrates . 
Its 20th Anniversary 


The Hays general agency of New 
England Mutual at Los Angeles cele- 
brated its 20th anniversary with a golf 
outing and dinner at San Gabriel coun- 
try club. Awards were presented to G. 
Nolan Beardon, the year’s most valu- 
able assistant, and a ten-year pin to 
Erroll F. Brown. Retiring General 
Agent R. H. Bradstreet was presented 
a scroll and a desk set and lamp. 





Curry, Bach Penn Mutual Aces 


The Curry general agency for Penn 
Mutual Life, San Francisco, led all com- 
pany agencies for July with a paid pro- 
duction of over $2 million. Karl Bach, 
agency leader, produced $412,000 during 
the month, raising his seven-month total 
to more than $1,583,000 and placing him 
first among all company producers. 








Management Conference at 
Mich. State College Oct. 1-2 


LANSING, MICH.—Plans are being 
perfected for an outstanding life agency 
management conference at Michigan 
State College Oct. 1-2. Michigan Life 
Agency Management Assn. officers and 
directors, headed by. Lester Peters, 
Metropolitan Life manager here, com- 
pleted arrangements for the conference 
at a recent session. They are assisted 
by two of the college divisions, the 
school of business and public service 
and the continuing education service. 

The conference staff is to be made 
up of Francis L. ‘Merritt, vice-president 
and director of agencies of Central Life 
of Iowa; Oliver R. Aspegren, II, gen- 
eral agent Ohio National, Chicago; 
Richard E. Pille, vice-president in 
charge of agencies of Mutual Benefit 
Life, and William A. Sullivan, manager 
Metropolitan Life, Cincinnati. 

Mr. Merritt will speak on “It Takes 
More Than Money to Keep Men in the 
Life Insurance Business;” Mr. Aspe- 
gren, “Your Mental Attitude Is Up to 
You;” Mr. Pille, “Building Careers 
Through Teamwork,” and Mr. Sullivan, 
“Training Who to Do What.” 

The conference will open with a din- 
ner the evening of Oct. 1, with morning 
and afternoon sessions the following 
day. In addition to the conference head- 
liners, Carl Strong, insurance coordi- 
nator for the college, will extend a 
welcome, speaking on “Michigan State 
College’s Interest in the Life Insurance 
Business.” 


ot THe 




















DOORWAY TO SUCCESS... 


Our 238 Junior and Senior Dynamo Club Members averaged 
over $350,000 of Ordinary Life business during 1951 


There's 44 Reason 
WE HAVE: 


A. A WELL-TRAINED SALES ORGANIZATION 


B. ARMED WITH EXCELLENT SALES TOOLS 
and 
HIGHLY COMPETITIVE SALES MERCHANDISE 


C. A LIBERAL COMPENSATION PLAN .. . INCLUDES 


1. Free Hospitalization 

2. Group Insurance up to $6,000 

3. A Non-Contributory Pension Plan 
4. Disability Benefits 


PLUS: Hour Decades of Progress 
1912 TO 1952 


AN ALL TIME HIGH IN NEW SALES; $116,000,000 IN 1951 
(Includes re-instatements and revivals) 


2. 
3. COMPLETE MUTUALIZATION 


HALF A BILLION DOLLARS OF INSURANCE IN FORCE 


THE COMPLETION AND OCCUPANCY OF OUR NEW 
$3,000,000 HOME OFFICE BUILDING 


4. 


The progress of Pan-American Life Insurance Company is meas- 
ured by the ability and success of its agency organization. 






For Information, Address: 
CHARLES J. MESMAN 


Superintendent of Agencies 


CRAWFORD H. ELLIS 
President 







Executive Vice-President 


PAN-AMERICAN 
LIFE INSURANCE CO. 


KENNETH D. HAMER 
NEW ORLEANS, U.S.A 


Vice-President & Agency Directer 
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TO A LIFE UNDERWRITER 
OF PROVED ABILITY 


who would like to represent us in the territory shown on the 
above map, a liberal plan will be offered to sell, to recruit 
and to supervise. 

We have three agents covering the area now who pay for 
approximately three-quarters of a million. Business conditions 
are favorable and will improve with the St. Lawrence seaway 
development. Dairy farming is a major activity. Winter and 
summer resort business is good. A major industry employs 
22,000 people and small and locally owned industrial plants 
do a thriving business. 

If the prospect appeals to you, we hope you will write us. 


HOWARD H. CAMMACK, C.L.U., General Agent 
Capitol Station Post Office, Box 187 + Albany 6, New York 


JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 














NEWS OF LIFE ASSOCIATIONS 





Texas Assn. Seeks 
to Stiffen State’s 
Surplus Rules 


Texas Assn. of Life Underwriters will 
sponsor bills in the coming term of the 
legislature to strengthen business insur- 
ance contracts, to raise the financial re- 
quirements for life companies and to 
police the business). Emmett Smith, 
Houston manager for Franklin Life, 
chairman of the legislative committee, 
states that the proposed laws have been 
drafted for the following purposes: 

1. To broaden the present “insurable 
interest” statute and permit any buyer 
of life insurance to name any benefi- 
ciary of his choice. Under existing 
Texas laws, a policyholder has no guar- 
antee that his beneficiary will be paid 
as specified unless definite kinship can 
be established between the parties. If 
two partners take out keyman coverage, 
there is doubt about the ultimate pay- 
ment of these policies. 

2. To combat unethical and sharp 
practices by companies and agents, em- 
powering the commissioner to disap- 
prove life contracts which lend them- 
selves to fraud, misrepresentation and 
misunderstanding. 

3. To require domestic and foreign 
stock life insurance companies to have 
a minimum capital of $100,000 and a 
minimum surplus of $100,000. The same 
requirement would hold for the mini- 
mum surplus of a mutual life company. 
The bill would repeal the present law 
which authorizes formation of limited 
capital stock companies with only 
$25,000 capital. 

Mr. Smith’s comment in regard to 
this latter law was, “the new law raising 
financial requirements of lite companies 
would dramatically reduce future fail- 
ures in the southwestern life insurance 
industry.” 


| 
| 
| 





Pennsylvanians 
Gird for Fall 


Officers and directors of Pennsyl- 
vania Assn. of Life Underwriters meet- 
ing at State College, Pa., concerned 
themselves with girding the association 
for the next session of the Pannsylvania 
legislature, commencing in January. A 
veteran of this work, E. P. Bragdon, 
general agent Minnesota Mutual, Har- 
risburg, will again be chairman of the 
legislative committee. It is expected that 
members of the committee and key 
members of the association will this 
term receive regular legislative bulletins, 
keeping them fully abreast of pending 
legislation affecting the life insurance 
business. 

The meeting was conducted by B. 
Carl Wharton, general agent Fidelity 
Mutual, Harrisburg. Important to the 
immediate future, are plans to assemble 
a large delegation of Pennsylvania 
agents to go to the annual meeting of 
N.A.L.U. at Atlantic City. Strong pro- 
motion was given the annual managers’ 
conference at Hershey, the last week 
in October. 

Charles J. Peckham, manager New 
York Life, Pittsburgh, reported as chair- 
man of the finance committee that there 
will be a somewhat revised program 
under which the normal operating ex- 
pense of the association are expected 
to be met from membership dues col- 
lected through the 35 local groups. The 
present sustaining membership fund 
which is made up of annual contribu- 
tions from general agents, managers and 
large producers, will be set up as a 
legislative fund to cover normal legisla- 
tive expenses of the group and payment 
for professional legislative bulletins and 
services. The association’s special” in-’ 
come, such as profits on meetings in 
schools, will be earmarked for special 








legislative andother unusual non-recur- 


ring financial demands and to serve g 
a surplus margin for working capital 

Calvin Frey, manager Mutual Lig 
Erie, is in charge of the managers’ ¢op, 
ference. He reported that he is play. 
ning a program consisting of at leay 
one panel of men who have been notabj; 
successful in agency building unde 
present conditions. The mid-year meg. 
ing of officers, directors and delegate 
will be held the day following the map. 
agerial conference. 

Russell Gohn, Philadelphia Lif, 
York, reported that 106 field men a 
tended the Penn State Institute of Lif 
Insurance Marketing. Preliminary step; 
were taken to assure continuation of this 
event. Speaker at the annual dinner g 
the Penn State class was Horace R 
Smith, superintendent of agencies Cop. 
necticut Mutual. 





Connecticut Association 
Sponsors Capacity School 


The ninth in a series of schools for 
agents sponsored jointly by Connecticy 
Assn. of Life Underwriters and the 
business school of University of Con. 
necticut, Storrs, was attended by fa 
the largest crowd in its history despite 
the fact that registration had to be 
cut off long before the school had be. 
gun. The quota for this traditional one. 
week course had been set at 50, buta 
number of weeks before the school was 
to start enrollments had to be stopped 
as they snowballed beyond 64, and a 
least 30 additional applicants were 
turned down. Certificates for the course 
were passed out to 64 agents following 
a graduation address by Wilbur W. 
Hartshorn, superintendent of agencies 
Metropolitan Life. 

Faculty of the course consisted of 
Laurence J. Ackerman, dean of the 
business school; Stuart A. Monroe, Mu- 
tual Benefit, New York City; Daniel P. 
Cavanaugh, associate counsel Aetna 
Life; Thomas S. ‘Morse, consultant per- 
sonal plan service, Phoenix Mutual: 
Joseph D. Herring, field training divi- 
sion, New York Life; Elmon A. Starr, 
superintendent of agencies, Connecticut 
Mutual; Harry M. Smith, manager 
Monarch Life, Providence; Herbert P. 
Karlsruher, New York City, and H. P. 
Gravengaard, vice-president and execu- 
tive editor of life publications of the 
National Underwriter Company. 





L. A. Classes Begin 


The annual advanced underwriting in- 
Stitute of Life Underwriters Assn. of 
Los Angeles at Claremont College has 
enrolled 14 students for the first week 
and 16 for the second. A. R. Jaqua of 
S. M. U. and his staff are conducting 
the classes. 


Lansing, Mich.—The associaiton held 
its annual outing at Duck Lake near 
Albion during the past week, with some 
65 members and guests present. 


Madison, Wis.—Ray J. Dean, Bankers 
Life of Iowa, was installed as president, 
succeeding Carl J. Homann. John C. 
Zimdars is vice-president; Joseph P. 
Betker, secretary, and A. J. Bunker, 
treasurer. 


Topeka—Sherman Huff, resident vice- 
president of Union National Life at To- 
peka, has invited the members of the 
association for a dinner at his country 
home in September to open the year’s 
activities. He was host at a similar 
dinner last year. 








Nickens Chief Underwriter 


Douglas E. Nickens has been named 
chief underwriter and supervisor of the 
underwriting department of Lincoln In- 
come Life of Louisville. He succeeds 
Rudolph A. vonAlmen, who has taken 
a position at Kentucky Central Life & 
Accident.. Mr. Nickens started with the 
company in 1949 in the printing depart- 
ment, later transferring to underwriting 
where he became: assistant ‘supervisor. 
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Peoria Association 
Wins State Honors 


Peoria Assn. of Life Underwriters has 


‘Phen named Illinois Association of the 
Pp Year, and winner of William E. North 


award for achievement based on mem- 
pership, education, meetings, and public 
lations. oud 

Winning factors for Peoria included 
4 16% membership increase, a series of 


.p diversified meetings, including a semi- 


gar on federal taxation, a joint meeting 


with civic groups in which representa- 


~Piives of 13 clubs participated, and an 


i hip 
wtstanding sales congress, sponsors 
i an Underwriters Day at the blood 
sank, donation of insurance texts to 


iP Bradley University library, presentation 


of film strips to the public schools, 
sonsorship of the first state-wide pro- 
motional panel on L.U.T.C._ training; 
school on family programming; a 12- 
month C.L.U. study class. 

Robert W. Leu, Massachusetts Mu- 
tual, president, will receive the award 
at the [Illinois association mid-year 
meeting at Peoria, Nov. 7. 





Uniform Allocation Plans 
Not Harsh, Department View 


(CONTINUED FROM PAGE 1) 
complish its objectives better and with 
ss expense and trouble to the com- 
panies—and consequently in the long 
run at a lower cost to the insuring 
publie—by getting the information it 
wants at the time of the regular tri- 
ennial examinations. They say there is 
nothing there that couldn’t be spotted 
and rectified at such times. 


BROADER SCOPE 


This method, it is true, would require 
the department to examine out-of-state 
companies with the same thoroughness 
that it now employs in probing the 
doings of domestic insurers. This would 
involve added cost for the department 
but the question raised by some execu- 
ties in this field is whether this extra 
cost mightn’t be trifling as compared 
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WANT ADS 


Rates $13 Inch per Insertion— | Inch minl- 
mum. mih—40 cool oy per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
won Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
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MR. AGENCY DIRECTOR, 


ls your Company interested in limited cov- 
erage on the lives of more than One Half 
Million Americans and Dependents now 
living in Western Europe? 


A proven Million Dollar Producer with 
European experience as General Agent 
and Personal Producer desires to repre- 
sent sound company on sound plans, either 
as General Agent or Personal Producer. 
Address M-64, The National Underwriter, 
15 W. Jackson Blvd., Chicago 4, Illinois. 
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WANTED 
Premium Department Head 


Someone who has had actuarial experience to 
take charge of the Premium Department of a 
midwest Life and Accident & Health Insurance 
Company, located in a popular vacation sec- 
tion of the country. Inquiries confidential. 
Write— Rushmore Mutual Life Insurance Com- 
pany, Rapid City, South Dakota. 











ACTUARIAL STUDENT 


For position in actuarial firm located in Chica- 
9°. Salary commensurate with experience and 
other qualifications. Address M-68, The Na- 
fional Underwriter, 175 W. Jackson Blvd., Chi- 
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with the added cost to policyholders 
that could result if companies are forced 
to deviate to any great extent from 
the systems that they have evolved as 
being the best they have yet discovered 
for their respective situations. 
Examiners can readily spot methods 
that are slipshod, inequitable, or rigged 
to favor one department or line of busi- 
ness over another. Companies are more 
than willing to explain to examiners 
the basis of their expense allocations. 
Most companies try to make their sys- 
tems as equitable as they can, and keep 
improving them in the light of new 
developments and changes in situations 
that change the incidence of expense, 
call for new refinements in allocation, 
or indicate that some existing refine- 
ment has lost its significance to an ex- 
tent that makes it not worth its cost. 


1913 Law Behind Nebraska 
Ruling Against Pensions 


(CONTINUED FROM PAGE 1) 
are plaintiffs in the Bankers Life case 
and ‘Max Kier of Lincoln represents 
them in that litigation. Mr. Kier is the 
plaintiff in the action against Guarantee 
Mutual Life while Messrs. Ledwith and 
Kier himself are acting as attorneys. 
In the Mutual Benefit case, Mr. Kier 
and attorney Michael T. McLaughlin 
of Lincoln are acting as attorneys. 


Kier Republican Leader 


Mr. Kier was a Republican member 
of the state legislature several terms 
and was speaker of the house of repre- 
sentatives in 1931. He has been in sev- 
eral administrations city attorney of 
Lincoln. He had been a partner of 
Mr. Ledwith’s father and of Mr. Led- 
with. Mr. Ledwith has recently had 
separate offices from Mr. Kier and is 
also a former associate of Mr. Begley. 

Mr. McLaughlin has been in practice 
at Lincoln for 22 years and in several 
political campaigns has been Demo- 
cratic candidate for attorney general 
and is currently Democratic candidate 
for the office. The other attorneys, with 
the exception of Mr. Kier, have been 
prominent in the Democratic party in 
the state. 

The position of the Nebraska insur- 
ance department has been that under 
the law of the state, the decision of the 
supreme court in the Bankers Life case 
is not final until time for rehearing is 
past, or if the hearing is filed it is over- 
ruled and the mandate has been issued 
and filed in the district court. The de- 
partment is then expected to make some 
determination as to what action, if 
any, it can take administratively, though 
the director cannot interfere as an ad- 
ministrative official in any stage of 
the court proceedings. 








Misrepresentation by Agent 
Costs Sterling Va. License 


(CONTINUED FROM PAGE 2) 
those 60 days, the company and its 
agents can solicit no new _ business. 
However, during this period persons 
holding policies with Sterling will be 
able to make payments to agents in the 
state. If the commission order is up- 
held by the supreme court, Virginia 
policyholders of Sterling will have to 
—_ their payments to the home of- 

ce. 


Difficulty of Getting Agents 
Steps Up Broker Cultivation 


(CONTINUED FROM PAGE 2) 
their brokerage writings during the de- 
pression of the 1930s. Some of the com- 
panies turned sour on business obtained 
from general insurance men when they 
realized how much of the high mortal- 
ity “jumbo risk’ business, written in 
the pre-depression era, had come from 
brokers. 

There were also instances where brok- 
ers tried to slip over a “groomed” risk. 
But as these experiences faded into 
limbo, brokerage business has returned 
more and more to favor and companies 
have been getting increasingly back into 
the field. 























He helped make 
dentistry a profession 


In 1728, Pierre Fouchard wrote 
the first textbook on dentistry. 
By thus gathering together ex- 
isting knowledge of dental 
practices, he helped make den- 
tistry a profession. 

No profession has advanced 
more rapidly. Dentists of today 
command the most advanced 
methods and means for restor- 
ing and preserving teeth and 
practicing preventive dentistry. 

Our hat is off to your dentist, 
who is doing so much for the 
future security of your teeth by 
skillful attention to them now. 


cial course that will assure you 
a future free from financial 
worry. He has tools and plans 
so flexible that he is able to 
select just the right plan every 
time. 
PROFESSIONAL AID 
TO THE DENTAL PROFESSION 


Many dentists have obtained 
from the Mutual Benefit Life 
man expert diagnosis of and 
rofessional attention to their 
nancial problems. He is al- 
ways wvallaliie to help them 
construct a plan tailor-fitted to 
their unique requirements. 
Giving so freely of his time 
to build future security for 
others, the Mutual Benefit Life 
man has earned for himself a 
respected place in his com- 
munity. He likes his work and 
has the tools to do a good job. 


MEET ANOTHER EXPERT 
IN FUTURE SECURITY 


Like the dentist, the Mutual 
Benefit Life man’s chief con- 
cern is future security for clients. 
With his Analagraph, for ex- 
ample, he can map out a finan- 


THe 


MUTUAL BENEFIT LIFE 


INSURANCE COMPANY © ORGANIZED IN 1848 


300 BROADWAY, NEWARK, NEW JERSEY 
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Occidental of California 
Reduces Life Rates Again 


Occidental of California has reduced 
rates for its modified whole life policy. 
Cuts range from 46 cents per $1,000 to 
$2.34 per $1,000 annually, depending 
upon age. Non-forfeiture values and re- 
serves remain the same. The reductions 
are the second since March when rates 
on five-year renewable and convertible 
term plans were dropped as much as 
$2.65 per $1,000. 





The Pacific Coast Life Management 
Forum will hold a meeting at San Fran- 





cisco on October 10. Chairmen are M. 
V. Lonergan, resident manager Bank- 
ers Life of Nebraska, and Julius Klein, 
superintendent of agents for Metro- 
politan. 





L. A. Accountants Organize 


Los Angeles chapter of Insurance 
Accounting & Statistical Assn., affiliated 
with the National association, has been 
organized with these officers: President, 
G. L. Bannister, Pacific Mutual Life; 
vice-presidents, A. H. Hall, Founders, 
and E. V. Hoff, Occidental Life of Cali- 
fornia; secretary, Dorothy Browne, 
Ventura County Mutual Fire, Ventura. 
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J. HOWARD ODEN, President 
110 EAST 42nd STREET 
NEW YORK 17, N. Y. 
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Sales Ideas That Work 


FUNNY BUSINESS IN MANHATTAN 










Humor Pays Off in Sales 
Promotional Material 


NEW YORK — Two years of using men’s, the women’s booklet during its 


the humorous approach for sales pro- 
motion material has convinced Manhat- 
tan Life that it pays off handsomely and 
that any trepidations about possible un- 
toward reactions were unfounded. 

Back of the whole idea of giving the 
light, humorous touch an opportunity to 
do its stuff, was the thought that the 
world is a pretty grim, tense one. Cer- 
tainly nobody could complain if he got 
a laugh as he read the company’s liter- 
ature aimed at selling him insurance. 
After all, don’t people pay big prices for 
hit musicals which specialize in laughs? 
So maybe if Manhattan Life gave thema 
laugh “for free,” they would welcome it. 


Tried Out on the Women 


The first attempt to make effective 
sales use of humor came with the devel- 
opment of the company’s booklet for 
women prospects. The basic idea was 
to make it amusing by means of car- 
toons and at the same time get over in 
brief, non-technical language the many 
attractive features offered women by 
the Manhattan Life. 

Realizing that the development of 
humorous techniques was not a home 
office specialty, the company sought 
help on the outside, and found a “humor 
specialist” in Cartoonist DeWolff 
Hotchkiss, who has a happy knack of 
making the complicated things simple 
and highly amusing. Before he did his 
first job for Manhattan Life, Mr. Hotch- 
kiss had had no experience in the life 
insurance field. 

Over the luncheon table, he was told 
among other things about overweights 
and underweights and why some people 
must have an occupational rating. How 
he handled the latter subject is shown in 
the accompanying illustration. 

Mr. Hotchkiss’s cartoons, combined 
with short copy written by Wendell 
Buck, then assistant to the president of 
Manhattan Life and now an outside 
consultant to the company, resulted in 
what has proved to be just about the 
most popular piece of literature the com- 
pany has ever had. Despite the fact 
that most field men pay much less atten- 
tion to the women’s market than the 








WILLIAM F. CODY STARTED HIS FIRST WILD WEST 
SHOW WHICH WAS LATER TO TOUR THE WORLD 
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THAT WAS THE YEAR 
MODERN WOODMEN OF AMERICA 


What Modern Woodmen Has Done in Its Sixty-Nine Years 


2 = Modern Woodmen now has a sixty-nine-year record of faithful 
service to insureds and beneficiaries. 


2 More than $760,000,000 has been paid in benefits. 
3 Our record of prompt payment is unsurpassed. 
4 Assets exceed $167,600,000 in a strong investment portfolio. 


§ Twenty-five Modern Woodmen certificate forms are issued . . . 
we insure every member of the family from birth to age 60. 


6 Those insured in Modern Woodmen automatically receive THE 
POLIO-PROTECTION PLUS at no extra cost. 
ceive immediate payment of $250.00 when polio 
strikes; an additional payment of $250.00 if 
the attack results in crippling after-effects or 


~—>~ MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 


Members re- 
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first year had more circulation than 
other literature produced by the hop, 
office. 

Convinced by the women’s boo 
that humor pays off, a new appr 
was taken on the monthly bulletins 
duced by the home office for geney 
agents’ i i i 











“Occupationals Ratings” is quite appw 
priately the subject the above cartoon i 
designed to illustrate in Manhattan Lite 
humorous series of sales promotion pie: 









row. Among the four cartoons contr 
buted by Hotchkiss, is one visualizing 
the fact that Manhattan Life annuiti: 
are participating. This shows two vey 
happy men singing and dancing a jig 
as each looks at a piece of paper that 
is obviously his dividend check. 

Manhattan Life’s home office pub 
lishes its bulletins for general agents 
use 10 times a year and the gener 
agent does not get them free of charge. 
He pays a cent a copy, as well as the 
mailing cost. 


More Than 92% Subscribe 


Does humor pay? The Manhatta 
Life’s general agents seem to think 80, 
More than 92% of them subscribe to 
the home office bulletins and their or 
ders have doubled since the humor slatt 
took over. 





SystematicApproach 
to Conversion of 
Term Pays Off 


The agent who will keep in mind the 
goal of eventual conversion of evel) 
term life policy he sells, will find that 
he can develop a_ substantial incomt 
each year if he follows a regular cot 
version process. The idea starts with 
the selling of the term policy when th 
policyholder is made aware of the 
that term is merely temporary insurantt 
and that it is expected that he will cor 
vert to a permanent form when he & 
in a better financial condition. Quite4 
few agents have made a schedule of cot 
version for the policyholder at certalt 
definite dates. This sort of operatidl 
requires a system that has as its bass 
separation of term from other business 
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that term can be given the kind of 
special attention it demands. : : 
“The agents who are making capital of 
the term conversions get in touch with 
each one of their policyholders at least 
once a year. Whatever the date of the 
gheduled conversion, the agent is wise 
to deal with his policyholder by bringing 
up the subject of conversion to him 
when he sees him. The idea is that con- 
ditions change and a predetermined con- 
yersion schedule is more to keep the 
roject in the mind of the customer 
rather than to pretend to set up in ad- 
yance the perfectly appropriate time. 

So the agent calls upon his policy- 
holder who has perhaps a copy of the 
proposed conversion schedule on the 
front of his term policy with a legend 
reminding him of why he should con- 
vert. This, among other things, is a 
record if another agent tries to convert 
the term. 

Decreasing Bargain 

Of course, a most convincing argu- 
ment for converting that should be ex- 
plained to the policyholder is that de- 
creasing term becomes less of a bargain 
every year. The aim is to ask the policy- 
holder if he is ready to convert another 
chunk. Often the policyholders are in 
a position to be able to convert a com- 
paratively small amount, say $2,500 after 
a year’s time. : ¥. 

A very popular conversion policy is 
life paid-up at 65. This date ties in 
with social security and retirement, and 
does away with the necessity of paying 
premiums for a man whose income has 
been lowered. A policyholder can take 
paid-up insurance, the cash value or the 
monthly income in the form of an an- 
nuity. 

The conversion of term comes _ in 
very handy in the case of partnerships 
which are starting out without much 
cash in the bank. The arrangement can 
be made so that the partners convert a 
certain amount each year. [If it is all 
on a life plan they save premium by 
doing it that way. 

A very good idea is to get the part- 
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lite appef ners to open separate deposit funds or 
cartoon if bank accounts in which to save money 
ttan Lifeif each month. When the time comes to 
ion pies} convert, the premium is ready. 
1s contr 2 
isualizins Promote Five Staff Members 
ae, at Northwestern National 
ing a Je Five home office staff members of 
aper tht} Northwestern National Life have been 
k. promoted. The five are T. L. Todd, 
ice puf claims manager, who becomes associate 
1 agents counsel; Maurice M. Henderson, man- 
> gener ager of agency accounting, who be- 
f charge f comes treasurer; Thomas H. Stevenson, 
ll as te} Jr, law department, who is joining 
the underwriting department; Arlowine 
Johnson, senior underwriter, who be- 
comes assistant secretary, and Olga 
‘anhattas} Bergstrom, administrative assistant in 
think sof the executive department, who becomes 
scribe to} assistant secretary. 
their o-| Mr. Todd, a graduate of the Univer- 
nor slant} sity of Minnesota law school, joined the 


company in 1929 as a member of its 
claim department and became manager 
of that department in 1948. He is co- 
author of the book, “Safeguarding Your 
Life Insurance Proceeds,” published by 
) the McGraw-Hill Co. 

_Mr. Henderson joined the company 
m 1937. He has been a member of its 
agency accounting and -personnel de- 
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partments and has headed the policy ac- 
counting department. He was named 
assistant treasurer in 1952 and succeeds 
the late A. B. Lundquist, who was treas- 
urer of the company until his death 
in June. 

Miss Johnson has been in the under- 
writing department since 1923 and Miss 
Bergstrom served as secretary to vari- 
Ous company executives for more than 
20 years. Mr. Stevenson joined the 
company in 1940. 





Farm Bureau Liberalizes 
War Clause Rulings 


Farm Bureau Life has begun issuing 
up to $5,000 without war clause on all 
plans except term, family income and 
monthly income to members of the 
armed forces, alerted members of re- 
serves or national guard and draft class 
1A. Up to $10,000 will be issued with- 
out war clause to ages 17-26 if not in 
the armed forces, alerted national guard 
or reserves, or in draft class 1A. Mar- 
ried men under age 26 with three or 
more children may apply on the same 
basis as if over age 26 if not in the 
armed forces, alerted national guard or 
reserves or in draft class 1A. Special 
rules depending on age have been adopt- 
ed for physicians, dentists and veteri- 
narians. 

An aviation exclusion rider is attached 
if there is current or potential aviation 
hazard. 

When an insured, who has had a war 
clause or an aviation exclusion provi- 
sion attached to his policy, is currently 
eligible for similar insurance without a 
war clause or an aviation exclusion pro- 
vision, the company will consider the 
elimination of the applicable restriction 
from his policy. 

The company is also issuing annual 
renewable term, 5 and 10 year term pol- 
icies, renewable and convertible, special 
class, limited to occupation and aviation 
ratings of $2.50 to $5.00, inclusive, per 
$1,000. 





INSURANCE 
IN FORCE 
$402,836,105 
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FRATERNAL LIFE INSURANCE 
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ADMITTED 
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ROYAL NEIGHBORS 
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Rock Island, Illinois 








Equitable Executive Robbed 





John H. Muller, 2nd vice-president of 
Equitable Society, lost government 
bonds valued at from $20,000 to $25,000 
and jewelry worth $920 when burglars 
entered his home in Maplewood, N. J., 
while Mr. Muller and his family were 
on vacation. The valuables were in a 
small safe, which was removed by the 
burglars. The loss was covered by in- 
surance, police said. The securities could 
only be cashed by forging the owner’s 
name, being non-negotiable savings 
bonds. 





PROTECTED HOME CIRCLE 


SHARON, PA. 


A Legal Reserve Fraternal Insurance Society 


JOSEPH SPENCER, President 


L. D. LININGER, Secretary 


SHARON, PA. 
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Write today for full particulars. 


Get your share 
of the BIG ONES... 


FISHERMAN seeking to land a “big one” does not 
start out with a bent pin and a piece of string. 
He first learns the tastes and habits of the big fish, then 
chooses bait and rod accordingly. 


Successful salesmen use these same methods, knowing that 
everything depends upon the product and how it is presented. 


You will enjoy representing an organization that offers 
the finest plans of life insurance obtainable. Founded in 1878, 
The Maccabees operates in 43 States and 5 Provinces of 
Canada. There is a place for you. 
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MICHIGAN 
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tiluad fruit 

describes the relationship between 
the Company and its policyholders 
and Field Force. This relationship 
has been built on: 

1. A purely mutual operation. 

2. A General Agency foundation. 

3. Net level premium reserves. 

4. Very low net cost. 

5. A strong surplus. 

6. Flexible settlement options. 

7. Its stable territory: 


tH. . Ind. . fla. . Mich. . Minn. . N.D. . Ohio . Wash. . Wis. 
N.Y. . Conn. . Me. . Mass. . N.H. . N.J.. Po. - RI, . Vi. 


Exceptional Field Opportunities available ... 
Write to the Agency Secretary. 


: ery 
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LIFE INSURANCE CO. 


Home Office: 135 South La Salle Street, Chicago 3, Illinois 
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Cites Pros, Cons of Agents 
Operating as Corporation 


(CONTINUED FROM PAGE 9) 


made contingent upon and measured by 
a percentage of the renewal commissions 
received by the corporation, that balance 
of the purchase price would be treated 
as additional capital gain and taxable 
as received. This treatment follows from 
the general rule that deferred install- 
ments of the proceeds from the sale or 
exchange of capital assets are not 
realized for tax purposes so long as the 
amount is contingent. 

Secondly, in event of liquidation of the 
corporation, the owner will receive as 
one of the assets distributed in liquida- 
tion the right to receive the renewal 
commissions on_ policies theretofore 
written by. the corporation. If it is found 
that this right has no ascertainable fair 
market value by reason of the contin- 
gency to which the renewals are subject, 
then the owner’s immediate capital gain 
is the difference between the value of 
the other property distributed and _ his 
cost in the stock and under present law, 
each renewal subsequently received by 
the owner is treated as capital gain. 


Fair Market Value 


If, on the other hand, the right is 
determined to have an_ ascertainable 
fair market value, that value is included 
in the immediate capital gain and Mr. 
Bennett believes that no further gain 
is realized until that value has been re- 
covered. After that time he _ believes, 
any further renewals received should be 
treated as additional capital gain rather 
than as ordinary income. However, this 
precise point has not been specifically 
decided and since there is authority to 
the contrary in somewhat analogous 
situations, the law must be regarded as 
in doubt on the point. 

Mr. Bennett laid out some of the steps 
that the agent should take if he decides 
after considering all factors that he 
wants to incorporate. 


Modern Woodmen Appoint 
Sanford Educational Head 


Modern Woodmen has named S. W. 
Sanford educational director. Mr. San- 
ford had been manager of Prudential at 
Davenport, Ia., since 1932. He has been 
in the business since 1915. He is past 
president of Davenport Assn. of Life 
Underwriters, and currently instructor 
for Davenport and Rock Island County 
association. 








Bandel Manager at Syracuse 

Arthur W. Bandel has been appointed 
manager at Syracuse for Colonial Life. 
He was formerly field manager at Pat- 
erson, N. J. He began with the com- 
pany in 1938 at Jersey City. 





Cotter Home Office Supervisor 

Norman B. Cotter has been named 
home office supervisor of Volunteer 
State Life. He is a veteran of the last 
war. 





Pupil Cover Rouses Opposition 


The plan submitted by Chris Landers, 
Indianapolis producer, to the school 
board of his town proposing that the 
city’s 67,000 school children be insured 
at $1 a year against home-to-school 
injuries has caused debate there. Com- 
missioner Paul E. Jones of the school 
board commented that “this thing 
sounds like the commercializing of our 
pupils. If they want to solicit outside 
of school, it will be all right.” The 
school board has referred the proposal 
to its insurance committee for study. 


Beneficial Life of Salt Lake City has 
been licensed in Montana and named 
as general agent, David Clayton, for- 
merly of the Taylor agency at Oakland. 
His new general agency will be located 
at Billings. 


Occidental of California has appointed 
George J. Dockins brokerage manager 
at Birmingham. He has been in the 
business since 1948. 





MRS, MAY GRAHAM McLAUGHRY, ; 
widow of the late James A. McLaugh 
former supreme vice-president of 
tected Home Circle, and mother of D> 
William G, McLaughry, medical direct, 
of the fraternal, died of a heart attag, 
at her home at Mercer, Pa. 
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CARL A. TIFFANY & CO, | 


CONSULTING ACTUARIES 
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Telephone FRanklin 2-2633 
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INDIANA & NEBRASKA 


Haight. Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 














MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
76 West Adams, Detroit 26, Michigan 
Phone WOodward 1-9515 














NEW YORK 
Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
110 John Street, New Yon 














PENNSYLVANIA 





FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


THE BOURSE PHILADELPHIA 











VIRGINIA & GEORGIA 








BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e ATLANTA 
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A WELL-BALANCED COMPANY 
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professional pride 
... Life Insurance dedicated 
to the Public Service. 


CATA 
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The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 














But with it all, he knows the im- 
‘portance of having strong hands. 

GUARDIAN strengthens the hands 
of its field representatives by of- 


rounded kit of. attractive policies 

-and = services. . a8 
Included among them are: 

Low cost Preferred Risk 

Low premium TERM 

DISABILITY INCOME PROVISION 

Unique Pension Tryst facilities . 

Salary. Savings . Insurance 


She 
GUARDIAN 
$e Shaurance 

OF AMERICA 


FIFTY UNION SQUARE 


By cena oni are 
NEW YORK 3, N. Y. ae . 





‘The combination of natural ability, . 
ring generalship learned through’ 
experience, and a fighting heart — 
usually marks the champion boxer. ° 


fering a diversified and well-* 
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..a 
“PAGE FROM OUR BOOK” 
on agent training: 


(No. 4 OF A SERIES) 
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California- 


Western States 


LIFE INSURANCE 
COMPANY 


HOME OFFICE SACRAMENTO 





The concept of 
life insurance as 
good property a that 
“produces income 
is the agent's 
impregnable 
armor against all 
gales obstacles. 













“... the 
Company 
that puts 


ACCENT’ 


TRAINING!” 
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of Canada 














MORE THAN 1,800,000 POLICIES IN FORCE 
























HELP YOU SELL MORE LIFE INSURANCE 









Building careers in life insurance is his job. Energy 
and experience and the rare knack of making sales- 
men are his stock in trade. Freely, he passes along his 
skill and knowledge to the men he trains. Constantly 
he watches them develop . . . detects and helps cor- 
rect weak spots in their techniques . . . inspires and 
spurs their ambition to make the most of their abili- 
ties. Look behind almost every success story in life 
insurance selling. Somewhere you re likely to find his 
mark: the Agency Supervisor—teacher . . . coach... 
guide . . . advisor. He helps turn recruits into sea- 
soned salesmen . . . he’s the driving force that keeps 
an agency's sales machinery in high gear. 
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One of a series of advertisements 
dedicated to the men and women 
whose skill, knowledge and effort 
contribute so importantly to the 
life insurance salesman’s success. 
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ETNA LIFE INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 





